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OBRION, RUSSELL & CO. 
GET $43,000,000 LINE 


American Agricultural Chemical Com- 
pany Formerly Handled By George 
W. Taylor Office, Boston 





G. & R. CANCELS LARGE PART 


John C. Paige & Co. Handling Placing 
of Line in This Part of 
Country 


One of the largest fire insurance 
lines in the country has changed hands. 
It is the American Agricultural Chem- 
ical Company, which reaches about 
$45,000,000 and covers plants in a 
large number of different places. 

This line was formerly controlled by 
the George W. Taylor & Son office of 
Boston. Obrion, Russell & Company are 
the new controllers of the insurance 
and are placing it together with John 
C. Paige & Company, who have a close 
working arrangement with the Obrion, 
Russell & Co. office. 

G. & R. Canceled Large Line 

At one time 75 per cent of the stock 
insurance was written by the Globe & 
Rutgers and it is reported that a large 
part of the line handled by the Globe 
& Rutgers was cancelled, although they 
still have some lines on the American 
Agricultural Chemical Company. There 
has been considerable discussion of the 
co-insurance feature. It is reported 
that buildings and machinery have gen- 
erally been written by co-insurance in 
the larger centers while some of the 
smaller properties have been written 
without co-insurance. 

Good lines are being written by many 
of the companies and as a rule the com- 
panies are carrying four times as much 
on stock as on building and equipment; 
in other words, in case of a $25,000 
authorization on a building and equip- 
ment, the company will write $100,000 
on stock, 

R. J. Dunkle, of Obrion, Russell & 
Company, who is reported to have land- 
ed the line, was in New York this week. 

The line of the American Agricultural 
Chemical Company is not the largest 
in this country. There are several oil 
schedules, for instance, that exceed $43,- 
000,000 in amount. A representative of 
one of the leading brokers of New York 
told The Eastern Underwriter this week 
that probably the largest individual car- 
rier of fire insurance in the United 
States is Armour & Company, of Chi- 
cago, who control so many interests 
allied with the packing interest that 
they require probably $100,000,000 of 
insurance. 

Johnson & Higgins, John C. Paige & 
Company, Rollins, Burdick, Hunter & 
Company and other brokerage offices 
Carry the line. 
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First British Insurance Office Established in United States A. D. 1804 


~PHCENIX- 


ASSURANCE COMPANY LT© OF LONDON 


(ESTABLISHED 1782) 


A Corporation which has stood the test of time! 
139 YEARS of successful business operation. World- 


wide interests. Absolute security. Excellent service 
and facilities. 


UNITED STATES HEAD OFFICE 
100 WILLIAM STREET, NEW YORK CITY 


PERCIVAL BERESFORD, U. S. Manager 

















‘‘Faithfulness and Sincerity first of all.’’ 


Confucius 


The old Chinese philosopher was not thinking of Fire Insurance 
when he made the above statement, but he did voice the policy of this 
company. 


For its liberality and just treatment known 
the world over, ask any U. S. agent. 


COMMERCIAL UNION 
ASSURANCE CO., Ltd. 


114 Fifth Avenue, N. Y. City 























Lock Your Automobile -- 
Why Invite Thieves ? 


Your car unprotected does exactly 
that very ting, a. oy thief-proof 
if safeguarded wi 


“ABLE AUTO 
LOCK” . 


Can be put on by any one without 
disturbing any of the original car 
equipment—but removed by no one. 

Price $15.00 

EASTERN DISTRIBUTORS 


PHILADELPHIA, PA. NEW YORK, N. Y. 
G. W. Dickel & Co., Burglar Proof Auto Lock Corp. 
North Broad Street, 350 W Street, 





$3.00 a Year; 25c. per Copy 


WHITE HOUSE LOOKS 
INTO COPYRIGHT CASE 


George B. Christian, Jr., Harding Sec- 
retary, Frowns on Sale of Presi- 
dent’s Endorsement of Life 
Insurance 


HIS LETTER TO THIS PAPER 


Asks for Documents in Case; No 
Intention to Give Exclusive 
Statements 


The copyrighting by a newspaper of 
the letters of President Harding and 
Vice-President Coolidge, as well as 
statements of members of the Harding 
cabinet, in which the institution of life 
insurance is heartily endorsed by these 
leading members of the Administration, 
has been widely discussed not only by 
insurance men, but by newspapers out- 
side of the insurance business as well. 

The copyrighting of the President’s 
letter, and its incorporation with the 
others in a circular sold for fifteen 
cents a copy, did not make any hit in 
the White House where the unwritten 
rule is that no utterance of the chief 
executive should be commercialized. 

Letter From President’s Secretary 

It is recalled that: upon several occa- 
sions Presidents Roosevelt and Taft put 
their feet down hard on such attempts. 
Theodore Roosevelt is said to have writ- 
ten 150,000 letters during his lifetime, 
but he wrote them with the understand- 
ing that if they were not for the ex- 
clusive reading of individuals addressed, 
but for public consumption, they should 
be made as public as possible. 

The Eastern Underwriter has called 
the attention of the White House to the 
copyrighting of the President’s letter 
and its being offered for sale, and has 
received from George B. Christian, Jr., 
secretary to the President, a letter read- 
ing in part as follows: 

“You are quite right in assuming that 
the President has not intended to give 
exclusive copyrighted statements on 
such a subject as life insurance, and |! 
will be glad to have you give me what- 
ever further information you can.” 

The Eastern Underwriter has sent to 
Mr. Christian the documents in the 
case, viz: the circulars and pamphlets 
offering the life insurance endorsement 
for sale. 

Coolidge Has Several Times Endorsed 
Insurance 

It will be recalled that Vice-President 
Coolidge has given a number of en-" 
dorsements to life insurance, one in par- 
ticular to a newspaper, “The Standard,” 
and several in public statements or 
speeches. The cabinet members who 
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gave the endorsements to The Pruden- 
tial did so with the understanding that 
they were for the benefit of the life 
insurance fraternity en-masse; and The 
Prudential wrote to the newspaper re- 
fusing copyright privileges, and calling 
attention to the ethics in the case, 
which are that the consent of the per- 
son whose views are to be copyrighted 
must be first obtained. It was not the 
intention of The Prudential to copyright 
these testimonials, and, of course, it did 
not do so. Instead it circulated them 
for nothing by the thousands of copies. 


TO DISCUSS CASES 
One Interesting Feature of Annual Con- 
vention of National Association 
of Life Underwriters 
One feature of the Cleveland conven- 
tion of the National Association of Life 
Underwriters (September 5-7) will be 
a discussion of cases. Here are three 

of them: 
(i) H. M. Brown, 41; wife, 41, son, 
6 


General insurance business. 
about $3,500 a year. 

His mother is partially dependent on 
him. 

A defective brother is partially de- 
pendent on him. 

Has never saved any money except 
through his insurance; owns no prop- 
erty. 

Carries $5,000, 20 Payment Life 
which has been in force for ten years, 
on which the present net deposits are 
about $140 a year. 

(2) A. B. Anderson, Civil Engineer, 
50 years old. 

Has wife, 47 years of age, and two 
daughters, 18 and 16 years old. 

Wife has had no experience in busi- 
ness, though she is a practical woman. 

He earns about $5,000 a year from 
his profession. 

Owns home worth about $12,000, well 
located and attractive. 

House is mortgaged for $5,000. 

Carries $5,000 of insurance, Ordinary 
Life plan. Present insurance premiums 
about $130.00 a year. 

Savés a little but irregularly. 

Daughters are rather extravagant for 
his means; both have been temporarily 
employed as clerks. 

They have no idea of going to college. 

Mr. Anderson has a well-to-do brother, 
who does many things for the family, 
and from whom the girls no doubt ex- 
pect some legacy at his death. 

(3) Ben Golden, 27 years old; wife, 
35; one child, 2 years old. 

Is a traveling salesman, earning a 
salary of $3,000 a year. 

He has bought a house for $8,000, 
on which he still owes $5,000, that is 
to be paid for on the installment plan 
at the rate of $600 a year. Interest on 
mortgage is 7 ver cent. 

He carries no life insurance. 


Income 





LIFE INCOME POINTER 


A final opportunity to effect an In- 
come Settlement arises when a policy 
becomes a Death Claim and the bene- 
ficiary is about to receive the proceeds 
in a lump sum. Many beneficiaries do 
not know thaf'unless the policy specific- 
ally stipulates some other form of pay- 
ment, a Life Income Settlement is avail 
able, says the Hquitable- Society. 

While the average woman ‘would be 
inclined to insist on a single cash pay- 
ment, the agent handling’ the case does 
not perform his fufl ‘duty unless he en- 

eavors**to protect the beneficiary for 
all’ time by ‘means of the Life Income 
Option of Settlement. 





DON’T TELL ANYBODY 


When Adolph Ochs was thinking of 
buying the New York “Times” twenty- 
five years ago, at which time he was 
publisher of a paper in Chattanooga, 
Tenn., he consulted Herman H. Kohl- 
saat, publisher of the “Chicago Times- 
Herald.” Kohlsaat told him to go ahead 
and buy. Mr. Ochs objected that he 
didn’t think he was a big enough man 
for the job. “Don’t tell anybody,” Mr. 
Kohlsaat advised him, “and they’ll 
never find it out.” 



































THE STATE MUTUAL LIFE 
ASSURANCE COMPANY 


of WORCESTER, MASSACHUSETTS 


Incorporated 1844 : 


Now operating in 22 states and the District of 
Columbia—through its loyal and efficient agency corps 
produced in 1920—its 75th Anniversary Year—the 
largest amount of paid business in the history of the 
Company. 

In every department the Company experienced its 
most successful year. 





















B. H. WRIGHT, President D. W. CARTER, Secretary 
STEPHEN IRELAND, Superintendent of Agencies 











Prudential Man on Best 


M. J. FOLEY TELLS EXPERIENCES 


Just Before Lunch for Factory Execu- 


of the Prudential in Bridgeport, Conn., 
has had good luck in writing the larz- 
est cases of Ordinary insurance while 
not neglecting his own industrial busi- 


| 











ness and office details. He tells the 
best time to see people, and other expe- 
riences; in “The Prudential Weekly 
Record” he tells how he does it: 

“The writing of good-sized Ordinary 
cases is proof of development in busi- 
ness. Just as a physician or a lawyer 
becomes proficient through experience 
and hard work, just so can the wide- 
awake insurance man develop and 
graduate into the class of big writers. 

“There is not a man carrying a rate- 
book but would like to write a $50,000 
or $100,000 case. I am no exception. 
The only difference between the other 
chap and me is I liked to so well that 
I went out and did it. And now that I 


Time to See People 








tives; After Lunch, Business Men; 
Late Afternoon, Professions 





M. J. Foley, assistant superintendent 











Farm mortgage loans, such as desired by the most 


exacting insurance companies, are sold by 


The F. B. Collins 


Investment Co. 
Members Farm M ortgage Bankers Association of America 
727 Monadnock Block, CHICAGO 


Home Office: OKLAHOMA CITY, OKLA. 





Special Service to Insurance Companies 


— 


know how well it tastes, I am going 
back for some more. I realize that no 
two men work exactly alike, but a 
certain procedure is followed by al] 
namely, the cultivating of acquaintance. 
ship, the presenting of the case to the 
prospect, the securing of the signature 
and finally the placing of the Policy, 
Before I canvass a man I know as far 
as possible his age, something of his 
family history, his financial standing 
and his hobby. I make it my business 
to be introduced, in some legitimate 
manner, by a common friend. Thep 
at an appropriate time I call on my 
prospect. ‘ 

“I find that most men, especially self. 
made men, are passionately fond of 
their business, and it is through this 
opening that I send my message, ‘ 
protect their business, to help fill their 
place if they pass away, to capitaliza 
their executive ability for their cop. 
cern, etc. 


“Where I possibly can, I make the 
prospect do his own figuring. It helps 
to make him ask questions and | let 
him talk. I am a good listener. {t 
pays. I try to make my interview brief 
and uneffusive, yet. thorough and ep. 
thusiastic. I have absolute confidence 
in my ability to handle the case prop: 
erly and explain anything that may pe 
asked. When I have secured the signa. 
ture and made arrangements for tha 
examination, I arrive at a very import. 
ant item in the handling of a case, 
namely, secrecy. An insurance trans. 
action is not complete until the policy 
is in the hands of the insured and paid 
for. Let me set out the need of secrecy 
in some cases. In the spring of this 
year I secured an application for a 
large amount. Before I left the ap- 
plicant’s office I said ‘Mr. Jones, I would 
advise that this entire transaction be 
treated confidentially until the policy 
is issued. If the unexpected shouli 
happen, it would not benefit you or yorr 
business.’ He thought the suggestion 
very good and readily agreed. In this 
case I might add that the applicant 
had a relative in the insurance busi- 
ness. I thus protected the applicant, 
by preventing his affairs from being 
divulged, and myself, by eliminating 
competition. 


“T find that in interviewing manufae- 
turers or executives in plants or shops 
that the best time to call is aroun 
11:30 a.m. The morning mail is gone 
over, and the prospect of lunch is possi- 
bly pleasing. Business men who own 
and run their own places of business 
are best seen about 2 p. m., and doc 
tors and other professional men at the 
end of their afternoon office hours. 


“We Prudential men have wonderful 
tools in our hands in the shape of pol- 
icies, and the only thing needed is to 
show them and talk intelligently of 
them. A library could be filled on the 
theory of salesmanship, but in the last 
analysis it comes down to you and me. 
We must have originality; we must be 
just ourselves, must have sincerity 
These two qualities, together with a 
little gray matter properly used, will 
surely prove to us how to close the lar- 
ger cases.” 





COMPANY PROMOTIONS 


At a meeting of the Executive Com 
mittee of the Company held todiy, R. C. 
McCankie, who has just passed the nec- 
essary examinations and been «mitted 
to associate membership in the Ac 
tuarial Society of America, was 4P 
pointed Assistant Actuary of the Equi! 
able Life Insurance Company of Iowa. 

Stephen A. Swisher, Jr., who entered 
the service of the Company immediate 
ly following his return from. France, 
where he served the U. S. A., and whe 
has been in charge of the Service De 
partment of the Company and Edito' 
of its publication, “Equiowa,’ was 4? 
pointed an Assistant Secretary of the 
Company. 





Actuary Gibb, of the Penn Mutual 
Life, says income insurance is growiné 
in favor. 
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Former Self-Insurer 
Of Group Disability 


INDEMNITY OF $12 PER WEEK 





Ten Thousand Employees of Endicott, 
Johnson Corporation Near Bing- 
hamton Covered Under Big 
Contract 





The Endicott, Johnson Corporation of 
Johnson City, and Endicott, N. Y., 
suburbs of Binghamton, have contract- 
ed with the Equitable Life Assurance 
Society for a Group Disability Policy 
covering nearly ten thousand employes. 
The coverage is $12 weekly indemnity 
for non-occupational accidents and 
sickness; no payment for the first sev- 
en days of disability; limit of indem- 
nity, thirteen weeks. 

A significant fact in connection with 
the placing of this large group policy 
is that the Endicott, Johnson Corpora- 
tion has, for the past six years, been 
a self-insurer for Group Disability. This 
recognition of the value of the service 
offered by a carrier such as. the Equit- 
able will undoubtedly have a far-reach- 
ing influence. The Endicott, Johnson 
Corporation is known far and wide for 
its advanced welfare plans, the success 
of which are attested by the fact that 
they have never had a strike during 
some thirty odd years of operation, 

Probably no other large employer of 
labor has done more to promote the 
health and happiness of his workers 
than George F. Johnson, president of 
the corporation. Mr. Johnson lives in 
the midst of his people, a well-known 
figure to practically every man and 
woman in his plants, He has built up 
one of the most successful industrial 
enterprises in the country upon the 
theory that the human machine is the 
most important element in business 
and deserving of the first consideration. 


The Equitable wrote the first group 
insurance policy in America and is to 
be congratulated upon being the re- 
cipient of this distinct tribute from a 
great industrial organization to a great 
Insurance organization. Congratula- 
tions are also being received by J. H. 
Marshall, District Manager and Wm. H. 
Hecox, local agent, at Binghamton, who 
placed the business as a joint case, as 
well as J. F. Caplise, agency manager 
at Syracuse, through whose office the 
application was presented to the Equit- 
able. 





CONVENE IN CHICAGO 





General Agents’ Association Meeting; 
Lead System and Other Topics Dis- 
cussed; New Organization Club 





“Shall We Develop a Lead System?” 
was the topic of a paper by President 
Nollen at the General Agents’ meeting 
of the Equitable of Iowa in Chicago 
this week. Executive Adviser J. C. 
Cummins discussed wastage in appoint- 
ment of new agents. Actuary Hunter 
talked on means of keeping insurance 
in force; Vice-President H. B. Aldrich’s 
topic was “Promotion To General 
Agents”; S. A. Swisher told of the 
service department; and Second Vice- 
President B. F. Hadley told how agents 
are secured and developed. 

This year the General Agency Con- 
vention was on Tuesday, Wednesday 
and a half day Thursday. The organ- 
ation Club, consisting of general 
agents who have qualified in the way 
of new organization met yesterday. 
Today is a general agents’ meeting, the 
Sessions confined to men under direct 
contact with the company. 





MISS JEFFERS’S WORK 


Miss Ruth L. Jeffers of Washington 
en a representative of the Mas- 
sachusetts Mutual for just five months. 
During that time she has written $115,- 
of business and, delivered every 


| Dlicy issued, 
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The Prudential 


Insurance 


Company 
of America 





FORREST F. DRYDEN - 
’ President 


HOME’ OFFICE 
Newark, N. J. 


Incorporated Under the Laws of the State of New Jersey 


Can H. B. Rosen Find 
$10,000,000 on One Life? 


PROBLEM IS ENGAGING AGENT 








Can Get Application Signed at Any 
Time; But Where is All That 
Coverage? 





The paragraph in the New York 
“Times” that Harry B. Rosen had writ- 
ten a $10,000,000 policy, following the 
writing of the $5,000,000 application on 
the life of Adolph Zukor, of the Fam- 
ous Players-Lasky Corporation, was 
premature, but was not so far wrong. 

The situation is this: Mr. Rosen can 
get this application any time he wants 
it, as he has sold the idea, but con- 
fronting him is the problem as to where 
to place the insurance. He is exhaust- 
ing the carrying possibilities in this 
country with the Zukor line and up to 
date has obtained $3,500,000. One im- 
portant company in the West through 
its various connections has been able 
to issue a $500,000 policy on Mr. Zukor. 
The straight net limit of any company, 
however, is $300,000, there being three 
companies in America willing to handle 
that amount of insurance without re- 
insurance. 

The same reasons which guided Mr. 
Zukor in his application for protection 
of his corporation will sell the $10,000,- 
000 line if such an application is signed. 
In order that the life insurance public 
may understand something about the 
value of a life to a concern it can be 
stated that the income of the Famous 
Players Corporation sometimes reaches 
hundreds of thousands of dollars a 
week. The company in addition to all 
its film activities owns two of the 
greatest theatres in New York, the 
Rivoli and the Rialto. The $10,000,000 
line is not on a moving picture man. 

The advertising which has been given 
to the life insurance business by the 
writing of one of these policies and the 
discussion of another has been tremen- 
dous. It has done a lot to stiffen the 
backbone of many agents. They feel 
that they can do on a somewhat smaller 
scale what Harry Rosen, the leader, 
does on a big scale. 

Mr. Rosen did not work in active 
solicitation the first six months of this 
year because of the illness of his wife. 
Despite that, he turned in a volume of 
$11,000,000. He is close to $20,000,000 
so far this year. Last year he wrote 
about $35,000,000. Before Darwin P. 
Kingsley went to Europe he gave Mr. 
Rosen an allotment of $5,000,000 and 
this has been made. 











DEMANDS TAX REFUND 


Mutual Life of New York Asks Refund 
of $14,191 From North Carolina 
Commissioner 


The Mutual Life Insurance Company 
ef New York has made a demand upon 
Insurance Commissioner Wade of 
North Carolina. for a refund of $14,191.- 
78, aecording to the Charlotte “Ob- 
server.”..This amount represents insur 
ance taxes paid~to the State for the 
first six months period of 1921. Acting 
upon advice of Attorney General Man- 
ning, the commissioner has declined to 
make the refund, and the company is 
preparing to enter suit. Request for 
the refund is based upon the alleged 
invalidity of Section 67 of the State 
Revenue Act, which contains substan- 
tially the same discriminations between 
foreign and domestic corporations as 
does Section 72 of the act recently de- 
clared invalid by the United States 
Supreme Court in a suit brought by the 
automobile corporations. 

The Attorney General is of the opin- 
ion that as the insurance company is 
not engaged in interstate commerce It 
cannot profit by the decision on Sec- 
tion 72. 
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Progress of the Equitable 





NEW FEATURES INTRODUCED IN A DECADE 








Group Life Insurance 

Group Disability Insurance 
Safety Inspections for Groups 
Home Purchase Insurance 
Refund and Cash Refund Annuity 
Income Bonds for Old Age 
New Convertible Policy 
Corporate Policy 

Endowment Annuity at 65 
Liberty Bond Policy 
Retirement Annuity 

New Survivorship Annuity 


Non-Cancellable Accident 

and Health Insurance 
Premium Waiver Clause 
Disability Income Clause 
Double Indemnity Provision 
Excess Interest Dividends 
Post Mortem Dividend 
Endowment Conversion Privilege 
Educational Fund Agreement 
Salary Continuance Agreement 
Free Health Examinations 
Special Training for Agents 











INSURANCE 
THAT 
INSURES 








THAT 


PROTECTION 


PROTECTS 





GROWTH IN A DECADE 
1920 IgIo 

$2,656,524,971  $1,347,158,692 
529,559,921 107,965,091 
627,141,737 492,197,585 
539,140,795 409,538,600 
95,354,787 53,160,164 
132,156,042 76,289,493 
72,683,550 53,119,070 


Outstanding Insurance Dec. 31st. 
New Insurance................. 
Assets Dec. 31st............... 
Liabilities Dec. 31st......:...... 
Premium Income............... 
Total Imcome..«. . <c00ck + oo pean 
Payments to Policyholders...... 





Increase 


$1,309,366,279 
421,594,830 
134,044,152 
129,602,195 
42,194,623 
55,867,449 
19,563,880 








THE EQUITABLE 


LIFE ASSURANCE SOCIETY 
of the UNITED STATES 


120 Broadway New York 
W. A. DAY, President 
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Company of 


Founded 1865 


The Provident Life and Trust 


(Pennsylvania) 


Philadelphia 








“Tantamount to a Sight Draft” 


A Provident Long Endowment is not only payable immedi- 
ately should the insured die; if he lives to the maturing date 
specified in the policy, it is tantamount to a sight draft. 





















LIFE INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 
In Business Since 1862 


Insures all classes of selected lives, issuing policies on the ordinary, in- 
termediate and industrial plan at all ages. It also insures against total 
and permanent disability. Policies of the company are made secure by 
reserves maintained on the highest standard, with additional contingent 
reserves providing protection against all emergencies. 
Advice on any matter relating to Life Insurance is Available at any 
time through the Agencies or Home Office of this Company. 


Information and 











assachusetts Mutual 
Figures Show Trend 


RESULTS FOR SEVEN MONTHS 





Ledger Assets, Dividends, Income, In- 
terest, Premium Receipts Increase; 
Production, Death Claims, 
Mortality Down 





How have the big life insurance com- 
panies fared the first seven, months of 
this year as compared with the first 
seven months of 1920, the year in 
which business came to agents on a 
silver plate and some companies felt 
that they did more business than they 
could digest with a comfortable fecl- 
ing? 

A good line-up on the situation can 
be had from some comparative figures 
made public a few days ago by Presi- 
dent McClench when the Massachusetts 
Mutual agents were meeting in Spring- 
field, Mass. 

This is one of the conservative, 
splendidly managed companies with a 
large and efficient field force, including 
some of the most distinguished pro- 
ducers in America. 

The premium income of the company 
for the first seven months of 1921 was 
$14,984,110, an increase over the same 
period of last year of $1,355,906. 

Total receipts for rents and interest 
were $4,306,339 as compared with $3,- 
882,330 for the first seven months of 
1920. 

Total income to July 31, 1921, $20,- 
387,663 as compared with the last year’s 
seven months’ figures of $18,589,627, a 
gain of $1,798,036. 

Death claims showed a decrease of 
$272,815. 1921, $3,225,277; 1920, $3,- 
498,092. 

The highest mortality this year was 
in June with 63 per cent. In July it 
was lowest with 35 per cent., making 
average for the seven months of 46% 
per cent. 

Dividends showed an increase of 
$442,210, being $2,812,874 for first seven 
months of 1921 as against $2,370,664 
last year’s seven months’ period. 

Total payments to policyholders: 
1921, $7,632,662; 1920, $7,072,423, an in- 
crease of $560,239. 

Ledger assets at July 31, 1921, $135,- 


Insurance Counsel 
Discusses Good Will 


IT IS TAXABLE AND SALABLE 





What it Means to a Life Company and 
How it Can Be Damaged or 
Destroyed 





Frank G. Hodskins, counsel of the 
Massachusetts, in an address delivered 
to the agents’ association in Springfield 
last week, said about good will: 


“Good-will is a well-recognized asset 
of any business. It has been defined as 
the expectation of continued public 
patronage. It is built upon public con- 
fidence as to the quality of the goods 
sold, the facilities of the business for 
rendering prompt service, efficient, 
business management, fair and honest 
dealings with patrons. 

“The good-will of a business is prop- 
erty which is taxable and salable as 
such. It has been legally recognized 
as an asset against which stock may 
be issued. Good-will is an extremely 
valuable asset to a life insurance com- 
pany. A life insurance contract, more 
than any other contract which a man 
makes in his lifetime, must carry cer- 
tainty of performance. The insured 
is seeking to prevent complications 
after his death. Absolute confidence in 
the certainty of performance makes a 
strong appeal to him, 

“We naturally take just pride in the 
standing which our company holds in 
the life insurance field. This standing 
is simply our good-will asset. The cer- 
tainty of our performance, based upon 








595,744; December 31, 1920, $126,642,- 
435, an increase of $8,953,309. 

The Massachusetts Mutual Life is one 
of the companies which decided to cut 
down its allotments this year in new 
production as it felt that it did not 
want to exceed $140,000,000 for the en- 
tire year 1921. The result was that the 
company succeeded in getting by the 
first seven months with a decrease of 
$22,396,436 over the same period of 
1920, the year when insurance could 
be had almost for'the asking. “The 
seven months’ figures follow: 1921, 
$80,378,613; 1920, $102,784,049. 
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words for over Seventy Years. 
the years to come. 





For Over Seventy Years 


On August 1, 1851, the Massachusetts Mutual issued its first policy. 
From that day to this its constant endeavor has been to furnish the best 
possible life insurance protection at the lowest possible net cost. That 
it has sueceeded is shown by the enviable reputation which the Company 
enjoys among those who buy insurance and among those who sell it. 
Efficient service and a square deal for everyone have been its watch- 
They will be its watchwords throughout 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


' Springfield, Massachusetts 
Incorporated 1851 

























seventy years of faithful adherence to 
our motto, “We Serve,” has.created and 
increased the public confidence in our 
company. But as efficient service in- 
creases our good-will asset, so does in- 
efficiency, error, mistake and misunder- 
standing decrease it. Misunderstand- 
ings which are followed by litigation 
are especially harmful. 

“The public does not discriminate. 
More often it unjustly condemns than 
it justly praises. A suit against the 
company due to an ambiguous bene- 
ficiary clause, resulting in several 
claimants, even though we admit li- 
ability and pay the proceeds into court 
under interpleader proceedings, is pub- 
licly noticed and the inference drawn 
that we are contesting a claim. The 
dishonest applicant who conceals ma- 
terial facts in his application, resulting 
in a suit for cancellation, is equally as 
harmful. The fact that the company 
is plaintiff rather than defendant means 
nothing to the average layman. 


A Great Selling Asset 


“The avoidance of one bad moral 
risk, which would ultimately lead to 
litigation, is worth a ton of advertising. 
An agent’s profits from a bad transac- 
tion are ultimately lost many times over 
by the subsequent injury to the com- 
pany’s good-will, and the ultimate loss 
not only falls upon the agent who 
writes the case, but upon his fellow 
workers as well. Good-will is a great 
selling asset; something to be jealously 
guarded. Equally true today as when 
written are the lines: 

“Who steals my purse steals trash, 
’tis something, nothing. But he who 
filches from me my good name, robs 
me of that which not enriches him, but 
makes me poor indeed.’” 





COMPANY DISSOLVED 


Judge Fred M. Butler has signed a 
decree dissolving the Peerless Life In- 
surance Company, of New England, 
which was organized recently to write 
group insurance, but which changed its 
plans because of changed conditions. 
The assets of $105,000 were decreed to 
the stockholders. M. P. Maurice of 
Brattleboro is attorney for the company. 
R. L. Fitts, of Brattleboro,.is clerk, 
and W. F. Perry, of Keene, N. H., is 
treasurer. There was no objection te 
the decree and no claims were filed 
against the corporation. 


Selling Policy To 
Hard-Headed Lawyer 


HOW IT’S DONE IN 





THE SOUTH 





Agent Illustrates That Financial Wor- 
ries Cripple Legal Attainments; 
Protecting Home Argument 





In a sales demonstration before the 
Massachusetts Mutual Life Agents’ con- 
vention last week Frank M. See, gen- 
eral agent in Nashville, and BE. W. 
Hughes, manager of the Memphis office, 
brought out some clever points. See 
was selling the policy; Hughes acted 
the part of a successful lawyer. 

After Hughes had admitted that he 
was thirty-three years old, married, 
had two children, was successful, be- 
lieved in life insurance, and carried $20,- 
000, he asked the agent why he should 
buy another policy at this time. He 
put up this argument: 

“Don’t you know that this is a period 
of financial depression and that secur- 
ities are selling at bargain prices? If 
I put money into stocks and bonds now 
I am not only able to buy them for 
very little, but the interest rates are 
unusually high. Therefore, my money 
will bring me a big return.” 


Agent’s Answer 


Here was See’s come-back: 

“Mr. Hughes, is it your ambition just 
to be an ordinary lawyer on a plane 
with thousands of other practitioners 
in this state, or do you want to be the 
best lawyer in Tennessee, a height you 
can reach by reason of your recognize1 
energy, talent and fine legal mind? I'll 
admit that if you gave enough study to 
finance you would easily make a fortune 
in that direction because I know you 
have given good advice regarding in- 
vestments to clients, but your mind is 
engaged in many channels, and if you 
try to specialize on investments some 
other phase of your practice will suffer. 
No man can get to the top in two pro- 
fessions at the same time—at least, it’s 
a climb foolish to attempt, and a drain 
on your nervous energy. 

“Your function is the law. On the 
other hand, the Massachusetts Mutual 
Life has studied and is studving finance 


‘from every angle for many decades, 


and with great success. At our Home 








Confidence - Ability - Service 
The Splendid Record of the Past Year is a Challenge that will” 
be met by every Fearless Agent who Grasps the Fact that 
Nothing can Defeat Diligent and Honest Toil. 


1921 Will Reward Workers, but not Shirkers 


New England Mutual Life Insurance Co. 
87 Milk Street, Boston 


Seventy-seven Years of Faithful Service 
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Office there are no less than five men 
who do nothing but watch that end of 
toe business. it’s their work; just as 
une law is yours. If you Mlake an Uunh- 
turtunate investment it may mean your 
nnancial ruin. if the Massachusetts 
Mutual makes an untortunate invest- 
ment its emect is lost in the multituas 
ot good invesiments, and to you means 
nothing as is shown in the high rate 
of interest earned by our company. Ifa 
country store merchant accepts a bai 
check 1t may embarass him tor weeks. 
lf a great trust company loses the 
same amount through an overdrawn 
bank account it is all in the day’s work, 
and doesn’t hurt the solvency of the in- 
stitution.” 
Didn’t Have the Cash 


After See had convinced ‘Hughes 
that he needed the insurance the 
lawyer said: 

“Now, I must tell you something con- 
fidential. Granted | should have the 
insurance; yet I cannot pay for it be- 
cause I have just erected a new house 
near the golf club, and I must pay a 
$2,500 cash instalment on October 1. 

Agent: Mr. See, commendable as is 
your motive in building that home for 
your family, it would have been much 
better not to have built it than for you 
to die and leave your family without 
enough money to maintain that home. 

This was unanswerable, so the law- 
yer shifted to his last defense: 

“Mr. See. If I knew I could get by 
on October 1 your proposition might 
have consideration.” 

Agent: I was talking with Mr. Jones 
yesterday. He told me that you have 
just won a big case for him and he was 
going to send you a $5,000 fee on Octo- 
ber 15. Here is a Massachusetts Mu- 
tual note for your premium, and it has 
been dated November 1. You can pay 
your $2,500 instalment on the home, 
and have fifteen days to get the money 
to pay this note for your policy. 

Lawyer: Give me that pen. I think 
I'll be able to get the money all right. 





MASSACHUSETTS MUTUAL NOTES 

bresident McClench, of the Massa- 
chusetts Mutual, one of the most demo- 
cratic of the top insurance executives, 
enjoys mixing with the agents; nor 
does he cultivate that “I am the Grand 
Vizier; advance slave and hearken, 
while I tell you an experience in my 
youth” manner. 

* s - 

Charles W. Pickell, who calls De- 
troit auto millionaires by their first 
names, and who knew the flivver king 
before the world knew that the latter 
didn’t know whether Aragon and Lusi- 
tania were names in geography or popu- 
lar cigars, told a story of writing a 
dozen persons through an acquaintance 
he formed in a poker game. Funny 
such lucky meetings never occur at a 
Sunday School picnic. 

= . s 

I. H. Hoffner, of Chicago, who once 
spent nine months in the New York 
field, was called unexpectedly for a 
speech. It may not be believed but he 
arose, said that he was unprepared, told 
a couple of fuitay yarns, again thanked 


the crowd, and sat down. In a long ex- 
perience in the newspaper business the 
writer never saw that done before. 
Ordinarily after such a speaker has 
apologized, told his funny stories and 
thanked the crowd, he is about to start 
ona fifteen-minute Speech. 


Two women agents from the West 
gave a clever annuity demonstration. 
It sold the crowd judging by the num- 
ber of pencils and notebooks at work. 

And, speaking of women agents, one 
attended the convention who has red 
hair and is a graduate of Bryn Mawr. 
Just think of that combination; pugnac- 
ity and culture. Nothing should stop 
her. 

s 6¢ 8 

Notice to agents’ associations look- 
ing for a clever banquet talk: try to 
lassoo Warren Flynn, of St. Louis, who 
doesn’t exactly look like Irvin Cobb— 
we don’t want him to sue us for libel, 
nor write like him, but he can talk— 
for a few minutes at least—as well as 
Irvin writes. 

* ¢ 

Lawrence T. Winship, editor of “The 
Radiator,” was being cussed by an 
agent because he caused the latter loss 
of sleep. “How come?” asked the 
editor. “Because I promised to write 
you an article for ‘The Radiator’ and 
the stuff in that paper is so good that 
I have been staying up nights trying 
to prepare something that will come 
up to the standard.” 

- sh6U6ss 

Frank W. Bland, the elongated but 
happy Chicago newspaper man, was on 
hand completely surrounded by dia- 
monds. Yet, he wears fewer of them 
than do the Minzenheimer Brothers, 
of Amsterdam. 

* = 

Most excellent was the sales demon- 
stration staged by the two managers 
from Tennessee, and all done in that 
leisurely, time-to-burn manner of South- 
érn statesmen. For purposes of con- 
trast it should have been followed up 
with a demonstration by a couple of 
T. R. Fell’s men, who could correctly 
reproduce the short, choppy, downtown 
New York, captain of industry sale. 
You are in; the cold, icy introduction; 
the quick clash of wills; the interest 
of the prospect; the clincher; the sale; 
and exit with the app. Time: six 
minutes. 


ADVANCES OFFICERS 
E. A. Hanks, secretary of the Wis- 
consin National Life of Oshkosh, Wis., 
has been made _ superintendent of 
agents, to succeed J. C. Foute, who died 





recently. R. E. Martin, auditor and as- . 


sistant secretary, has been elected sec- 
retary. Arthur James, manager of the 
casualty department, has been elected 
third vice-president and assistant su- 
perintendent of agencies. 





PARKS SAILS FOR EUROPE 
George M. Parks, leading agent of 
the Massachusetts Mutual, who wrote 
about $3,000,000 last year, has sailed 
for Europe. He attended the Massa- 
chusetts Mutual agents’ convention the 
day before he sailed. . 
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s THE 
“EQUITABLE LIFE OF IOWA 


$254,538,407.00 of Insurance in Force 
$ 62,399,248.00 New Business in 1920 (paid for) 


1921 





Sixty-nine per cent of all business 
written since organization still in force. 





For informaticn address: 





Home Office, Des Moines 











New York Life Insurance Co. 


(Incorporated under the laws of the State of New York) 
346 & 348 Broadway, New York, N. Y. 


DARWIN P. KINGSLEY, President 





Income, 1920 


IID 32 ning’ c < craanks <6 o aie cewid SEB hbase tine ota Wonks $142,672,244 
Interest and Rents................. Stok ee Cees cae eee.8) otet 44,335,004 
Other Income .......... Wea Givdshs thoceeee eh evetskne 6,782,885 

Total Income ..... pcpecsceaneve eSeewrceseeceteeccons $193,790,132 

Paid Policy-holders, 1920 

| EROS Eo oe See eco he ETRE Pare eo $35,036,558 
OR oases cic. bub inne soca kwhentaasw atkins cuwwuei - 24,399,171 
EAE SERS I SF RE A crm 8 ia SAG 1S ee aes ee es ee Be 31,981,555 
DN IL WR re sw cic aleusesccenschaseuaee ey aan 23,432,313 

Total. te Policy-heldete: ....5.ccccccccncccccescecvivce $114,849,597 
New Paid Insurance in 1920. ...........ccccccccccccocs $693,979,400 
Admitted Assets, January 1, 1921..... coe Suiueeeeebeaee $966,664,397 
Legal Liabilities, January 1, 1921..................... $841,255,357 
Reserve for Dividends and Other Purposes...... cthelbus $125,409,040 
Insurance in Force, January 1, 1921........... Cauca tian $3,537,298,756 


BOARD OF DIRECTORS 


LAWRENCE F. ABBOTT WILLARD V. KING 
JOERTE hte Rican", WAR 
CORNELIUS N. BLISS Jf: JOHN : an 
N U BUTLE 





G, MILBURN 
ICHOLAS MURRAY R GERRISH H. MILLIKEN 
B. CORTELYOU FRANK PRESBREY 
OHN_H. FINLEY OHN i U YN 
AVID R. FRANCIS LEMING H. REVELL 
A. BARTON HEPBURN EORGE REYNO 
MYRON T. HERRICK LBRIDGE G. OW 
GRANGER A. HOLLISTER HIRAM R. STEELE 
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The Guardian Life Insurance 


Company of America 
Established 1860 Under the Laws of the State of New York 





ee 


Outstanding results for 1920, the greatest year in the 
Company’s history. 





New Insurance paid for............$ 46,490,818 
Insurance in Force................ 228,620,496 


Increase in Insurance in Force...... 28,392,951 
Ae Be ee Fit cist. Rw 
Liabilities ....... EER ere 8 ft | 
Surplus and Dividend Fund....... 5,024,228 








The past year was notable for further development 
of the Guardian’s comprehensive plan of agency 
cooperation. 


For information regarding the opportunities avail- 
able in the agency organization of this Company to 
men who can measure up to them, address 


: ¢ Louis Hansen, Vice-President © 
New York 


50 Union Square, 
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Examples Effective As 
“Closing Up” Clinchers 


oF VALUE TO _ SOLICITORS 








Striking Points in Literature Put Out 
3y Director of Successful Mail- 
Order Insurance House 





Striking examples which will prove 
effective as arguments against post- 
poning closing up are given in the 
letters issued to prospects by Wells, 
Potter, Fish & Ustick, Inc., 220 Broad- 
way, who sell insurance by correspond- 
ence only. These examples which will 
be of value to solicitors of life insur- 
ance generally, are as follows: 

Two years ago we sold $100,000 life 
insurance to a man aged 31. The an- 
nual premium was only $950 ($9.50 per 
$1,000). Two doctors examined him. 
and reported perfect physical condi- 
tion, but influenza caused his death, and 
we paid his beneficiary $100,000. 

A year ago we sold $100,000 to a then 
perfect physical risk. The annual pre- 
mium was $1,020. When the second 
premium became due recently the com- 
pany was obliged to continue the insur- 
ance in force without further payment 
of premium, because the man had be- 
come insane and the policy provided 
for the waiving of further premiums in 
the event that the insured became 
permanently and totally disabled by 
accident or disease from pursuing any 
gainful occupation. 

A customer recently applied for 
$100,000, and was found, on the first 
examination, to be a splendid risk, but 
the rules require two examinations for 
the amount which was asked for, Ow- 
ing to a business trip the second ex- 
amination was not made until four 
weeks later, when a grave impairment 
was found, which indefinitely and per- 
haps permanently postponed issuance 
of the policy. 

On January 14, 1920, a New York 
man applied for $750,000 life insur- 
ance. He was examined by eight com- 
petent physicians, for several compa- 
nies, who recommended the risk. The 
policies were issued by all but one 
company, and ready for delivery on 
Saturday, Jan. 24. One company had 
not yet completed its investigation, 
and on Monday the 26, that company 
found that the applicant had been tak- 
en down with. pneumonia the day be- 
fore. All the companies held up de- 
livery of the policies pending the out- 
come of the illness, and the man died 
three days later. One day only inter- 
vened between good health and seri- 
ous illness, and that one day caused 
the loss of $750,000 to the beneficiaries 
named in the policies. Had the appli- 
cant given his check when he signed 
the applications the insurance on all 
the policies would have been effective 
from the moment the risk was approved 
by the various companies, but unfor- 
tunately the applicant preferred to 
await the arrival of the policies before 
paying for them, 


Illinois Life Now 
Erecting New Building 


$500,000 STRUCTURE GOING UP 








On Lake Shore Drive, North Side; 
Developments in Insurance Real 
Estate Situation in Chicago 





The Illinois Life, of Chicago, will 
start at once the erection of a new 
$500,000 Home Office building on Lake 
Shore Drive, heretofore one of the ex- 
clusive residential districts of Chicago, 
commonly referred to in the daily press 
as the “Gold Coast.” The building 
will, however, be of an architectural 
style which will harmonize well with 
its surroundings, and instead of the sky- 
scraper type, the architects have de- 
signed an especially attractive two-story 
building, to be of Indiana limestone, 
after the character of a twelfth century 
French palace. The building will be 
ready for occupancy by May 1 of next 
year. It will give the company more 
than twice the space which it now oc- 
cupies in the Otis building on La Salle 
Street. 

On account of the high rents in the 
La Salle Street district, many compa- 
nies have been debating the qucstion 
of moving farther out, and in leaving 
that district the Illinois Life is joining 
the move which seems likely to create 
a new insurance district on the “boule- 
vard link” district, centering on North 
Michigan Avenue. It will be in the 
northern end of the new district. The 
American Bankers Life is the only com- 
pany which is now located in that part 
of the district, but the Henry Evans 
group of fire companies—Continental, 
American Eagle and Fidelity-Phenix— 
recently acquired a site in the same 
vicinity for an office building to house 
the western departments of the three 
companies. The Federal Life and the 
western department of the National Lib- 
erty are now domiciled at the southern 
end of the “link” district and the Lon- 
don Guarantee & Accident has recently 
approved plans for a big home office 
building in their immediate vicinity. 





ITEMS FROM “ITEMS” 

All that any real prospect desires to 
know is what is the best policy for him, 
how much he should carry, and the 
rate, says “Agency Items.” 

Ten days spent in securing advance 
information about your prospect will 
often enable you to secure his applica- 
tion in ten minutes. 

Your prospect is human; don’t try his 
patience with tiresome details. 

Frame every statement so as to bring 
you nearer the signed application. 

Little need be said about the Equit- 
able. It speaks for itself. 

Don’t monopolize the stage; give your 
prospect a chance to act. 

Try to make a record, but don't 
imitate a talking machine. 

Ask clean-cut questions that call for 
affirmative answers. 

Condensing your sales talk augments 
your income. 





ORGANIZED 1850 


THE UNITED STATES LIFE INSURANCE COMPANY 


IN THE CITY OF NEW YORK 

NON-PARTICIPATING POLICIES ONLY 

Over Forty Five Million Dollars Paid to Policyholders 
JOHN P. MUNN, M. D., President 


Good territory open for high class, personal producers, under direct contracts with the 
Company. Address Home Office, 105-107 Fifth Avenue, New York City. 











Southwestern Life Insurance Co. 


Home Office, DALLAS, TEXAS 






















George Washington 
Life Insurance 
Company 
Charleston, W. Va. 


Direct Contracts 
Available in Virginia 
Address: 


ERNEST C. MILAIR 
Vice-President and Secretary 











Max Siegler, of Attleboro, Mass., has 
assumed the office of superintendent of 
the Metropolitan Life at Lawrence, suc- 
ceeding R. A. Robinson, who after fif- 
teen years of service at Lawrence has 
been appointed manager of twenty-two 
districts with headquarters at Willi- 
mantic, Conn. 








HOME LIFE. 


INSURANCE CO.) 
NEW YORK 
WM. A. MARSHALL, 
President 





The 61st Annual Statement 
shows admitted Assets of 
$40,465,508 and the Insurance 
in Force $212,483,100—a gain 
for the year 1920 of nearly 
$27,000,000. The insurance 
effected during the year was | 





nearly $43,000,000. The 
amount paid to policyholders 

during the year was over | 
$4,196,000. 





For Agency apply to 
GEORGE W. MURRAY, | 
Superintendent of Agents 
256 Jos setae New York 





Business Is Good With 
The Bankers Life 


New Business for the 
first six months of 
1921 shows a total of 
$70,000,000 
as compared with 
$56,000,000 
for the first six 
months of 1920 


Bankers Life 
Company 


Des Moines - - Iowa 


Geo. Kuhns, President 


























Build Your Own Business 
under our direct general agency contract 
Our Policies provide for : 

Double Indemnity, 
Disability Benefits, 
Reducing Premiums 
See the new low Rates 
JOHN F. ROCHE, Vice-Pres’t 


THE MANHATTAN LIFE. 





GREATEST 


ILLINOIS 


COM PANY 


WANTS GOOD MEN 














INSURANCE COMPANY’ AND 
66 BROADWAY NEW YORK aWILL PAY THEM WELL 
Organized 1850 
1851 Seventieth 1921 


Anniversary Year 


BERKSHIRE LIFE INSURANCE COMPANY 
Pittsfield, Mass. 
During this long span of years the Company has maintained a high 
reputation for fair and honorable dealing with  palieyelders and agents. 
WILLIAM D. WYMAN, President 
WINFIELD S. WELD, Superintendent of Agencies 
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LIVE HINTS FOR. BUSINESS GETTERS 





Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 








The immediate 
Immediate Benefit benefit and 
and monthly income 
Monthly Income policy is issued 
on the life, lim- 
ited-payment life, endowment and ten- 
year term plans, and pays a fixed 
amount at the death of the insured or 
at the maturity of the endowment. The 
income may be payable for five, ten, 
fifteen, or twenty years, or, except 
when issued on the term plan, it may 
be payable during the entire lifetime 
of the beneficiary, payments for a mini- 
mum period of five, ten, fifteen, or 
twenty years to be made in any event, 
says The Prudential “Record.” 

The immediate benefit is planned to 
cancel expenses of the last illness of 
the insured, which debt is somtimes a 
difticult problem for the widow to han- 
dle. 

The rates for the immediate benefit 
and monthly income are slightly higher 
than those charged for the regular 
monthly income plans, the reason for 
this being that they provide more in- 
surance in the form of the immediate 
benefit. For example, by referring to 
the rate-book it will seen that the com- 
muted value of a regular monthly in- 
come policy providing for instalments 
to continue for twenty years is $1,754. 
The immediate benefit is the difference 
between this and the commuted value 
of the immediate benefit and monthly 
income policy of $2,000, or $246. 

When the monthly income is contin- 
uous during the lifetime of the bene- 
ficiary, the policy is known as the im- 
mediate benefit and continuous monthly 
income policy. Under this form of pol- 
icy the amount of immediate benefit 
for each $10 of monthly income will be 
as shown in the following table, remem- 
bering that $20 of monthly income is 
the minimum limit in amount for im- 
mediate benefit and continuous five- 
year monthly income policies: 

Minimum period of monthly income, 
5 years; commuted value of monthly 
income, $557; 10 years, $1,027; 15 years, 
$1,422; 20 years, $1,754. ’ 

Immediate benefit, $143; total com- 
muted value $700; immediate benefit, 
$173; total commuted value, $1,200; im- 
mediate benefit, $178; total commuted 
value, $1,600; immediate benefit, $246; 
total commuted value, $2,000. 

For example, when the policy pro- 


vides for a continuous monthly income 
of $10 payable for ten years in any 
event, the amount payable at death, or 
the immediate benefit, is $173 and this 
amount is in addition to the first month- 
ly instalment of $10, which becomes 
payable at that time. When the month- 
ly income applied for is larger, the 
immediate benefit is proportionately 
greater. Thus when the monthly in- 
come, on this plan, is $15, the imme- 
diate benefit is $260, in addition to the 
first monthly income payment of $15. 

The commuted value is the same 
whether the policy is on the monthly 
or the continuous monthly income plan. 

Rates for the whole life immediate 
benefit and continuous twenty-year 
monthly income policies are quoted in 
the rate-book, edition of August, 1919, 
on pages 167 and 168. Rates for other 
forms of immediate benefit and con- 
tinuous monthly income policies, or im- 
mediate benefit monthly income policies 
with income for five, ten, fifteen or 
twenty years, will be gladly furnished 
on application to the Mathematical De- 
partment of the home office. When re- 
questing rates for the immediate bene- 
fit and the continuous monthly income, 
be sure to state the age of both the in- 
sured and the beneficiary and the num- 
ber of years for which the income is to 
be guaranteed in any event. 

s ¢ 8 


Inheritance tax 
needs formed the 
basis of a $144,000 
case recently sold 
by Will R. Ketch- 
um, Phoenix, Ariz., Equitable Society. 
The prospect had only $300 in paid-up 
insurance and was apparently ‘preju- 
diced against taking another dollar’s 
worth. Every insurance man in town 
went to see him, but it took Mr. Ketch- 
um to sell the idea. The amount placed 
was solely for inheritance tax purposes. 
ss 6 


Here is the way a Wall 


$144,000 ona 
Prospect 
Carrying Only $300 


Solicit Street house paves the 
Interview way for one of its sales- 
For Another men: “We have asked 


our Mr. Richard F, Pari- 


sen to call upon you in regard to a First . 


Mortgage Gold Bond which we recom- 
mend for safety and exceptional yield. 
We believe that it would be to your 
advantage as an investor to give Mr. 
Parisen a few minutes of your time. 








The Columbian National Life Insurance. Company 
Boston, Massachusetts : s 
ARTHUR E. CHILDS, President A 
Paid Life Insurance for year 1920 over $35,000,000.00 


Life, Accident, and Health Insurance 
Low Guaranteed Rates 








a 
Organized 1871 
LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 
OLDEST-LARGEST-STRONGEST, Soathern Life Insurance Company 


Issues the most liberal forms of Ordinary P lici 
$50,000.00, and Industrial Policies from $12.50 oa Pry sgillogs 
CONDITION ON DECEMBER 31, 1919: 





JOHN G, WALKER, President. 
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Great Southern Life Insurance Company 


HOUSTON, TEXAS 








For Agency Contracts address 


' 0. 8. CARLTON 


PRESIDENT 


























American Central Life 
Insurance Company 
INDIANAPOLIS, INDIANA 
Established 1899 


All agency contracts direct with the company 


Address: 


HERBERT M. WOOLLEN, President 




















THREE RULES: 


The Northwestern Mutual Life Inaurance 

















Company was the pioneer in establishing 











: rules to protect itself and its agents 
against evils which demoralized the business. 
For twenty-seven years it has enforced a stringent Anti- 
Rebate Rule. 
For twenty-three years it has observed a No-Brokerage Rule 
which prohibits the acceptance of business from, or the pay- 
ment of commissions to, other than an agent of the company. 
Exception only is made in the case of legitimate surplus 
business and then only from a licensed agent of another 
company upon an anti-rebate agreement from him. 
For more than twenty-eight years it has adhered to its 
Present Civil Service Rule which provides that all appoint- 
ments to general agencies shall be made from those already 
connected with the company and otherwise qualified. 

— To the literal enforcement of these rules is attributed, in 


large part, the success, high character and the loyalty of the 
agency force of 








Northwestern Mutual Life Insurance Co. 
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Cleveland Life’s Strong 
Talk on Conservation 


GOOD POLICY LOAN’ LETTER 





Borrowing on Life Policy Same as 
3orrowing from Those Dependent 
for Protection 





One of the best letters on the policy- 
loan proposition is being sent out by 
the Cleveland Life, under the signature 
of Secretary H. M. Moore. It reads: 

Your policies of life insurance are 
your best assets. Their value is not 
affected by panics, by the rise and fall 
of market values or by hard times. 
They are always worth one hundred 
cents on the dollar, 

One of your many privileges under 
your Cleveland Life policy is that of 
making a loan. - 

You have borrowed on your policy 
and vou have the right to continue your 
loan as long as you wish. We have no 
desire to interefere. But, if we sold 
you an automobile or threshing machine 
or typewriter and found you were not 
operating the machine so as to get one 
hundred per cent efficiency, it would be 
our plain duty and also “good business” 
on our part to call the fact to your at- 
tention. If we failed to perform this 
duty you would sooner or later become 
dissatisfied with our product. 

Now a policy on which there is a 
loan is not one hundred per cent effi- 
cient. If anything should happen to 
you, your dependants would have to pay 
out of the proceeds of your policy, the 
loan that you borrowed. They would 
find a flaw in your thoughtful and gen- 
erous provision for their welfare. 

Would you not value your Cleveland 
Life policy more if you knew that the 
full amount of the policy would be paid 
to your beneficiary without the deduc- 
tion of your debt? We think you would, 
for looking at it fairly and squarely, 
borrowing on a life insurance policy is 
the same as borrowing from those for 
whose protection you provided the in- 
surance. 4 

This is all said with the hope that 
you will now definitely resolve to repay 
your loan, always with the full under- 
standing that this is your own affair 
entirely and that our interest is merely 
advisory. 

Repayment of the loan may be made 
at your convenience, in amounts of any 
size and at any time. We'll see that 
the interest charges are reduced as 
your payments are made. - 

So that we may help by keeping you 
reminded of your good intention, fill out 
and send us the attached coupon. Such 
action does not bind you in any way. 

The Cleveland Life 
Insurance Company, 
H. M. Moore, 
Secretary. 

Fill out and sign the coupon below— 

Tear off and mail in enclosed ate Ba 


The Cleveland Life Insurance Co., 
Cleveland, Ohio. 

As I wish to keep my policy No, in 
force and believe that my loan should 
be repaid as early as possible. I will 
try to repay the loan in the following 
way: 

1. In monthly payments of $————— 

beginning 
or 


2. In quarterly payments of $........ 
beginning 


or 
- 3. By a single payment on or about 
“It is agreed that I do not bind myself 
in any way and that I merely state what 


I believe I should do and will try to- 


perform. 


Address..... Ficbadsedattsca se 





SECURES $1,000,000 INSURANCE 





George K. Culp Latest Business Execu- 
tive To Get Business Coverage; 
Manufactures Auto Tires 





Business insurance to the amount of 
$1,000,000 was written this week on the 
life of George K. Culp, 56 West 45th 
Street, a manufacturer of automobile 
tires and originator of the “Culp Plan” 
of distribution whereby tire makers 
throughout the United States are or- 
ganized for co-operative distribution of 
their output. Mr. Culp is given credit 
in The India Rubber Review with hav- 
ing perfected a plan to unite the three 
factors of business: producers, dis- 
tributors and consumers. 

It is to protect the interests of the 
stockholders in “George K. Culp, Inc.,” 
that Mr. Culp. who of course consti- 
tutes the’ vital center of the new busi- 
ness, has secured the heavy coverage. 
In so doing he is following the exam- 
ple of many other big business execu- 
tives or persons around whom center 
important enterprises. 

The transaction was handled by Paul 
W. Arnold, 55 Liberty Street, through 
the Johnson & Collins Co., general ag- 
ents for The Travelers. Among the 
companies participating in the under- 
writing of the $1,000,000 policy are 
The Travelers Life, Mutual Life and 
National of Montpelier, Vt. 





DETROIT LIFE'S FIGURES 

The record of the paid-for business 
of the Detroit Life Insurance Com- 
pany for the first seven months of 1921 
is $5,658,393, an increase of $1,206,347 
compared to the first seven months of 
1920. Compared to the same period 
in 1919, the company shows an increase 
of $3,050,672. This increase is 113 per 
cent in two years. The Detroit Life 
Insurance Company officials are de- 
cidedly proud of this record. First, 
because there is an increase so substan- 
tially over 1920, and second, because 
the comparison with 1919 shows double 
the amount. New business written in 
July by the Detroit Life was $788,217. 





The mortality experience of the Pa- 
cific Mutual for the first six months 
has shown a decrease. 





CAPABLE MEN 


Can Alwavs Be 


WELL PLACED 


Much desirable territory is ready for 
Agents who can deliver policies in satis- 
factory volume. Inquiries about localities 
will have careful attention. 


Union Mutual Life 

Insurance Companv 

PORTLAND, MAINE 
ALBERT E. AWDE. Supt. of Agencies 











eats of all members. 
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A PENN MUTUAL PREMIUM, less a PENN MUTUAL DIVIDEND, 
purchasing a PENN MUTUAL POLICY, containing PENN MUTUAL 
VALUES, make an INSURANCE PROPOSITION which in the sum ef 
ALL ITS BENEFITS, is unsurpassed for net low cost and care of inter- 


THE PENN MUTUAL 


Life Insurance Company 
OF PHILADELPHIA 
On January 1, 1909, rates were reduced and values increased to full 
8% reserve 
















































THE UTMOST IN PROTECTION 


—All Ordinary Lines 
—Group Insurance 
—Accident & Health Insurance 


Over $300,000,000 of Insurance in Force January 1, 1921 
Our Expansion Program calls for Well Equipped Leaders 


Missouri State Life Insurance Company 


M. E. SINGLETON, President 


Home Office Saint Louis 








































AGENCY CO-OPERATION 


through direct mail advertising is just one of the features which give 
Fidelity field men a distinct advantage. Last year we distributed 41,341 
direct leads—all interested prospects who requested information. This 
service, and its original policy contracts, enabled Fidelity to show an 
increase of 28.35 per cent. in paid business last year. 

Fidelity operates in 40 states. Full level net premium reserve basis. 
Insurance in force over $203,000,000. Faithfully serving insurers 
since 1878. 

A few openings for the right men. 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
WALTER LE MAR TALBOT, President 








































More Than 11/4 Million Policies Now In Force 


Only four other life insurance companies in America have more li 
in force than this Company. A study of the following growth in ten yoare te tavineas 


Jan, 1, 1911 Jan. 1, 1916 \° 
BEBOTB onc saciccrccescccsecvnccccscccseccoosees $5,614,764 $10,279,663 1a 
Policieg. 1 Fered..o.ccvccrcccocerccsoscscsccecs 371,106 613,615 1,277,277 
BRGECARCS . 10 - FOUGG 0.002 ccncscossecssesesee. $49,245,028 $89,596,833 $251,594,364 


Attractive opportunities open to agents in Ohio, Indiana, Kentucky, West Virginia, 
Pennsylvania, Michigan, Illinois, Missouri. 


THE WESTERN AND SOUTHERN LIFE INS. CO. 


W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 
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Improved Disability Provision 


Claim may be made as soon as disability occurs—no p:obationary 
period. 








Payments begin immediately on approval of claim—no proba- 
tionary period. 









Monthly payments, lifelong, conditioned on permanence of dis- 
ability. 

Immediate waiver of future premiums—no waiting until next 
anniversary. 












Full amount of insurance paid when insured dies, without deduc- 
tion for disability payments or for premiums waived. 







This new disability provision brings the service of America’s old- 
est legal reserve life insurance company still closer to the needs of 
the insuring public. 









For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 
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S. H. Cohn’s Clever Talk 
To State Mutual Men 


DISCUSSES HIS EXPERIENCES 
Everyone a Prospect Except Lame, 
Halt and Blind; No Opportunity 
for Faint-Hearted 
‘When food is scarce, does a hen 
stop scratching?” was the question put 
to.the fourth annual convention of the 
State Mutual Agency Club by Samuel 
H. Cohn, one of the successful agents of 
the State Mutual Life, in urging his 
hearers to prove themselves able to 
vanquish the hard-times bugaboo. This 
was but one of the witty self-answering 
questions which made a big hit. with 
the audience. The convention was held 
at Swampscott, Mass. The address 
was as follows: “Let me twist about 
that old saying “All the world’s a stage 
and all the men and women merely 
players” to read “The world is but an in- 
surance field, and its people are our 
prospects.” Your opportunities are on 
all sides of you, You are rubbing el- 
bows with them every day of your life, 
and it’s simply up to you to take ad- 
vantage of them. Your success is 
measured by your ability to grasp the 
opportunities that lie at your door. 
You do not have to go to any particular 
place for prospects. The highways and 
byways are filled with them. Wherever 
you are,—at the home, the store, the 
factory, the office or the farm, there 
are your opportunities, and if you don’t 
take advantage of them your competi- 
tor will. We all miss more opportuni- 
ties than we grasp. One or two illus- 

trations: 

John York met a man on the train, 
a total stranger. From conversation 
with this person he felt that he had 
found an opportunity. He took advan- 
tage of it. Result was that a couple 
of days later John took a trip to the 
man’s town, at his invitation, and re- 
turned with $112,000. 

The Man of the Mountains 

Another: I was up in the Adiron- 


dacks and met for the first time a man 
from my own city. We each naturally 
inquired the other’s business. When 
he learned mine, he told me that he 
had beat the insurance companies for 
the past twenty years by saving and 
investing a certain sum each year, for 
that length of time, and how he had 
doubled and tripled what he would have 
received out of the cash value of a pol- 
icy, had he invested the same yearly 
amount in insurance. I congratulated 
him and said “fine,” but—“‘Old man, 
what if you had died within a year af- 
ter you had started to beat the insur- 
ance companies? The company would 
have been the winner and your family 
the loser. Do you think you played 
fair with them? However, you didn’t 
die and won out, so again I congratu- 
late you, but I am going to give you one 


big thing to think about while you are 
here, and that is, you are twenty years 
older. Do you think that you can afford 
to take the same gamble with your 
life for the next twenty years? If you 
don’t, after careful thought, I want 
your permission to call on you when | 
get back home.” 

An hour later I again ran into him 
accidentally (7). Of-course, I had been 
on the constant lookout for him for an 
hour. He greeted me with these words, 
“Drat you, Cohn, I wish I had never 
met you, or had brains enough to have 
kept my mouth shut about the way I 
beat the insurance company. I cannot 
get that thing you told me to think 
about, out of my head.” I answered, 
“Forget it, and just tell me that I can 
come and see you when I get home.” 
“All right, come and see me, but about 
how much will $50,000 cost me?” I 
answered, “$100,000 will cost you about 

A week later I got home, called on my 
man, and the first $100,000 case of the 
State Mutual went on the books. I 
simply mention this to bear out my 
statement, that wherever you may be 
lies an opportunity to write insurance. 
You come in contact with prospects 
daily, but the trouble lies with you. 
You don’t ask them to take out insur- 
ance. Ask everyone. 

These are what you may call chance 
opportunities. You can make oppor- 
tunities in various ways. For exam- 
ple, through banks and bond houses. 
Have them give you names of heavy 
borrowers. They will do it when they 
know your object is to get the man to 
take out insurance to protect his loans. 
Banks will do anything to protect them- 
selves. Bond and brokerage houses 
will give you the information to pro- 
tect bond issues. Of course, this in- 
formation is always confidential. 

Fit Policy to Needs 

Let me say a word further about life 
insurance. That is, make the pros- 
pect’s policy fit his needs. By that I 
mean, study your man, his mode of 
living, his habits, and try to get an 
approximate idea of his income, also 
what it costs his family to live, then 
make the insurance you try to sell, 
accordingly. It is a great mistake to 
talk $5,000 or $10,000 to a man who 
could easily be talked into $25,000 to 
$100,000. He feels belittled. On the 
other hand, don’t talk $25.000 to $100,- 
000 to a man who can’t afford to take 
more than $5,000 to $10;000, because 
from a false sense of pride he doesn’t 
want to lose your estimate of him as a 
rich man, so he will put you off and 
give it to someone else. 


Again let me say that everyone is 


your prospect, except the lame, the 
halt, and the blind. It is the only busi- 
ness in the world that can make such 
a boast with the exceptions I have men- 
tioned. By this I mean that if a man 
is in the paint business, he couldn’t 
sell me any paint unless I owned a 
home, or if he is in the harness busi- 
ness, he couldn’t sell me a harness un- 
less I owned a horse, and so on, down 
the entire line. In every other business 
except ours, there is only a limited 
number of people to whom the sales- 
men can sell their wares and right 
here let me say that every other busi- 
ness has dropped off from 50 to 75 per 
cent more than the insurance business. 
The insurance propaganda that has 


THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


Hartford 


At the advent of its 75th Anniversary 


shows 


Total 
organization .... 


Total held for benefit of policyholders, 


January I, 1921 


Total paid to and held for benefit of policy- 


holders, January I, 1921 


Total received from policyholders since 
OOBRIERETIOG 2 on 32 cns os00 


As always | . 
The Policyholders Company 


payments to policyholders 


Connecticut 


since 


$352,218,540 
90,585,734 
$442,804,274 


$349,721,563 














Are You Permanently Established? 


Write for Territory 


Pennsylvania—Ohio—West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 


PHILADELPHIA 
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spread through the length and breadth 
of the land has made opportunities 
without number. They are your oppor- 
tunities. Grasp them! 

Another thing I want to say is that 
we miss opportunities galore by being 
faint-hearted, failing to close on our 
first interview, losing our courage be- 
cause we learn that someone else has 
sold our prospect five or ten thousand. 
Remember that every man that has 
been sold insurance by any agent has 
just been educated to make him easier 
to sell more at some future time. 


Tide Must Come Back 


There is a great hue and cry that, 
owing to hard times, it is impossible 
to sell insurance. I will admit the tide 
is going out—but remember that the 
tide must come back again. Also, bear 
in mind there is just as much money in 
this country as there ever was, only a 
different bunch of fellows possess it. 
Find out who they are and go after 
them. 

Let us take a lesson from the chick- 
ens (I mean the real ones). When food 
is scarce, does a hen stop scratching? 
Not by a long shot! So 1 say to you, 
when prospects are few, keep scratch- 
ing. It will bring results. I know a 


great many of you come to the office 
after making several calls, then go to 
a baseball game or play pool for two 
or three hours, and say, “Gee, but | 
have worked hard today,” but I am will: 
ing to bet that ninety-nine per cent of 
all present wouldn’t go home at night, 
look in the mirror and make the same 
statement. You couldn’t look yourself 
in the face and lie. 


I know a man that was written for 
$200,000. After the agent got his sig- 
nature he noticed the prospect was 
chuckling to himself. He asked “Why 
the levity?” The prospect answered, 
“T am laughing at an agent who was 
here last week and tried to sell me 
$10,000.” Here is an insurance axiom, 
“A man never buys more than the 
amount you suggest so when you sug 
gest an amount, make it enough.” 


Here’s a tip to help you get some 
more policies and even bigger ones. 
“SMILE.” There never was a time 
when people were more appreciative 
of sunshine than right now. The skies 
have been dark for many peopie lately. 
A constant smile in your heart. on your 
face, and in your voice will help you 
get more business than any one thing 
I know.” 





15 John St. N. Y. 
Courtland 1429 





Think of the laborious task of mentally figuring the unearned premiums on 100,000 items of a re- 
insurance schedule, compared to the Barrett System of machine figuring. We often wonder why 
some companies think they are saving money by doing this work themselves. We complete the job; 
checking registers, figuring net retention, and unearned premiums, preparing schedule and recapit- 
ulation for final settlement. 
Our policy writing department checks rates, on applications, figures, and types policies, forms at 4 
nominal cost. 
We install figuring systems and supply trained operators. 
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HALEY FISKE, President 





The Company OF the People, FOR the People—made BY the People 
The Greatest Life Insurance Company in the World 


In Assets In Business Placed 


In Gain of Each n Business in Force 





METROPOLITAN 
LIFE INSURANCE COMPANY 


(INCORPORATED BY THE STATE OF NEW YORK) 


Business Statement, December 31, 1920 


Assets - - - + . - - - . . $980,913,087.17 
Larger than those of any other Company in the World. 

Increase in Assets during 1920 - - - - $116,091,262.62 
Larger than that of any other Contant: in the World. 

Liabilities - . - - : - - - - $947,465,234.24 

Surplus - . : - - - - - - : $33,447,852.93 


Ordinary (annual premium) Life Insurance paid for in 1920 $1,062,389,920 
More than has ever been placed in one year by any Company in the World. 


Industrial (weekly premium) Insurance paid for in 1920 - $589,560,231 
More than has ever been placed in one year by any Company in the World. 


Total Insurance placed and paid for in 1920 - - - $1,651,950,151 
The largest amount placed in one year by any Company in the World. 


Gain in Insurance in Force in 1920 - - - - - $1,036,360,080 
More than has ever been gained in one year by any Company in the World. 
The Company GAINED more insurance in force both in 1919 and in 1920 than 
any other Company WROTE. 


Total Amount of Outstanding Insurance’ - $6,380,012,514 
Larger than that of any other Company in the World. 

Number of Policies in Force December 31, 1920 - - 23,899,997 
Larger than that of any other Company in America. 

Gain in Number of Outstanding Policies = - - - - 2,129,326 
More than any Company in the World has ever gained in one year. 

Number of Claims paid in 1920 - - - - - 312,689 


Averaging one claim paid for every 28 seconds of each business day of 8 hours. 


Amount paid to Policy-holders in 1920 - - - - $81,257,393.70 
Payments to policy-holders averaged $556.86 a minute of each business day of 
8 hours. 


Reduction in general mortality at ages 1 to 74 in 9 years, 22.7 per cent. 
Typhoid reduction, 72 per cent.; Tuberculosis, 40 per cent.; Heart disease over 
19 per cent.; Bright’s disease, nearly 27 per cent.; Infectious diseases of 
children, over 28 per cent. 


In general reduction and for each principal cause of death this is far greater than that shown by 
statistics of the Registration Area of the United States. 


Death Rate for 1920 on the Industrial business lowest in history of Company. 
Dividends declared payable in 1921, nearly Ge gel ye Fe $11,000,000 


Metropolitan Nurses made 1,625,271 visits in 1920, free of charge to sick Indus- 
wk Policy-holders, including 14,667 visits to persons insured under Group 
policies. 


Metropolitan men distributed over Eighteen Millions of pieces of literature on 
- health— 


Bringing the total distribution to over 213,000,000, exclusive of Company's health 
magazine, of which over 18,000,000 are annually distributed. 


~+ 


In Service to the Publi 
Greatest | In Income Greatest B Business Gained Greatest { In Reduction of Mortality 


In Health and Welfare Work 


FREDERICK H. ECKER, Vice-President 
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lished every Friday by The Eastern 
Underwriter Company, a New York cor- 
poration, office and place of business 
8 Fulton. Street, New York City. 
Clarence Axman, President and Editor; 
W. L. Hadley, Secretary and Business 
Manager; Edwin N. Eager, Associate 
Editor. The address of the officers is 
the office of this newspaper. Telephone 
number: Beekman 2076. 





Subscription Price $3.00 a year. Single 
copies, 25 cents. 
Entered as second-class matter April 


5, 1907, at the Post Office of New York, 
N. Y., under the act of Congress of 


March 3, 1879. 








LOST OPPORTUNITY 

The good old “Spectator” hasn't 
copyrighted the Ten Commandments 
yet, but undoubtedly if Editor Smith 
endeavored to-do so, and no one else 
has thought about it, the obliging 
copyright office would give him the 
copyright for the customary dollar. 





A $10,000,000 LIFE RISK 

A business man in New York City 
wants $10,000,000 of life insurance. 

What memories of the past and 
thoughts of the future that must evoke? 
Even today a $10,000,000 general agency 
is a big one, the exceptional, while 
there are still some small life insurance 
companies which would be pleased if 
their entire agency force wrote that 
amount. But it is in picturing the fu- 
ture that the imagination works won- 
ders. ‘They are limitless, or would be if 
the life insurance carrying power could 
keep up with the insurance demands of 
the wealth of the country. 

It is impossible to place $5,000,000 
in this country today, and no one has 
yet found out how much insurance on 
an American life can be written abroad. 
H. B. Rosen, the agent in the $5,000,000 
transaction, and the agent who can land 
the $10,000,000 application, is going to 
learn foreign market possibilities, so 
the life insurance world will know just 
how much can be carried on a single 
life when American and European re- 
sources are joined. 

One interesting sidelight is the treat- 
ment of these herculean feats of life 
insurance salesmanship which has been 
given by the newspapers. It was in 
marked contrast to the unfair headlines, 
news and editorial twists of the Lock- 
wood investigation. B. C. Forbes, who 
in His magazine had not been generous 
to insurance when it was on the Unter- 
myer grill, wrote a column about life 
insurance needs of big men in his New 
York “American” column, while Arthur 
Brisbane also discussed it too for his 
millions of readers. 

The comment has been heard that 
these tremendous lines that originate 
in the brain of Mr. Rosen, and are then 
earried into execution through effective 
sales arguments and co-operation of 
companies, do not stimulate the small 





man in the production ranks, but this 
is not true. Of course, the small agent 
knows that he can’t write $1,000,000 
business policies, and that even $100,00¢ 
policies may be out of his class, but 
he certainly can write the smaller busi- 
ness policies and by using the identical 
arguments which Mr. Rosen does. 

Here is an argument which Mr. Rosen 
uses every day and which any agent 
can use every day: 

“Mr. Jones: Do you know that you 
haven’t a single security of any kind 
which you can show me that hasn’t de- 
preciated in value since you bought it. 
And do you know that you haven’t a 
single life insurance policy that isn’t 
worth as much or more in every re- 
spect today as when you bought it.” 

If the $2,000 and $5,000 policy agent 
wants to use this argument and his 
prospects haven’t any securities or pol- 
icies he can put it this way: 

“Mr. Jones, do you know any friend 
who can produce a single security of 
any kind,” etc. 

As a matter of fact the publicity 
which has been given to Mr. Rosen’s 
remarkable achievements will sell more 
life insurance, large and small, than 
some of the copyrighted letters endors- 
ing life insurance, which are floating 
around. 





KELLY CO. LIQUIDATION 
Will Be Opposed By General Accident, 
Says Counsel in 
Litigation 








Formal announcement was made 
Wednesday of the voluntary liquidation 
of the John A. Kelly Co., at one time 
one of the best known among the gen- 
eral agencies in the New York insur- 
ance district. It was explained at the 
office of Kelly & Fuller, 90 Maiden 
Lane, that the John A. Kelly Co. has 
been an inactive corporation for sev- 
eral years and consequently the disso- 
lution was merely a perfunctory action 
of no importance. John A. Kelly has 
withdrawn from active participation in 
business affairs and at the present time 
is an invalid. 

William Otis Badger, Jr., counsel for 
the General Accident, which is in litiga- 
tion with the John A. Kelly Co., told 
The Eastern Underwriter that the Gen- 
eral will oppose the dissolution. 





MACKALL BACK WITH NATIONAL 

Luther E. Mackall, of the surety de- 
partment of the Globe Indemnity, has 
resigned to go with the National Surety 
Company in an executive position. Mr. 
Mackall was formerly with the National 
surety; then he became head of the Con- 
tractors’ Service Corporation. He is 
one of the best known surety men in 
the country. 





Insurance Editorials and 
Headlines? 


(From New York “Times’’) 


How About 


The more important aspects of the . 


editorial position of the “Times” in 
recent years are, however, those lying 
outside of party affiliations or partisan 
doctrines. It will probably be generally 
admitted that the “Times” for years 
past has been regarded as the most emi- 
nent champion of so-called conservatism 
in the American press. This is by no 
means the same thing as saying that it 
is the most conservative newspaper; it 
is not, by a good deal. But its wide 
circulation, its consistency of doctrine, 
its vigorous adherence to views which 
have often been unpopular, have given 
it a certain primacy among those mar- 
shaled on the conservative side. 

In both minor and major matters it 
has usually managed to awaken the 
fiery hostility of the long-haired. 











WILLIAM H. HECOX 





William H. Hecox, a local agent of 
Binghamton, N. Y., formerly a fire in- 
surance special agent, and at one time 
president of the New York State Asso- 
ciation of Insurance Agents, has figured 
actively in landing one of the largest 
and most important group insurance 
contracts in the history of the life and 
disability insurance business. A story 
about this line—The Endicott, Johnson 
Corporation—will be found in the life 
insurance department. 

s s« 8s 

James W. Henry, of Eyler & Henry, 
Pittsburgh, was recently honored by a 
“Jim Henry Day.” All agents concen- 
trated their efforts on production of 
health and accident business. More 
than $2,611 in premiums resulted. 

*¢e 


Harry von der Lieth, who goes from 
Chicago to become eastern general 
agent of the Phoenix of England at 
New York, has tendered his resignation 
as president of the Western Sprinkler 
Leakage Conference on account of his 
removal from the western field. At a 
meeting of the conference last week, 
J. M. Deckert, Jr., of the National Lib- 
erty, who has been serving as vice- 
chairman, to succeed him. Cushman 
Abbott of the Pheenix of Martford was 


elected vice-chairman. 


* « @ 

John McConkie, Toledo, is an 85 year 
old agent of the Equitable Society, 
eager to keep in selling trim. In a re- 
cent letter to the Home Office he ex- 
plains why it has been impossible of 
late to live up to his working standard: 
“T have not made much of a showing so 
far this year. I have excuses to offer. 
I am now 85 years of age, and for thir- 
ty years have been afflicted with sciat- 
ic rheumatism. Some months ago I 
met with an accident to my right ankle 
which confined me to my home for over 
four months, and have been unable to 
wear a shoe for over eight months. I 
am hoping to be able to get out and do 
better work during the remainder of 
the year. The one thing that has given 
me pleasure in my work for the equit- 
able is the fact that I could say from 
experience to my prospects that every 
promise the Equitable made in their 
contracts would be fulfilled to the let- 


ter.” — 


Benjamin B. Weaver, who has joined 
hands with General Agent Rhett, of 
Atlanta, who represents a number of 
fire companies, will leave Pittsburgh 
for Atlanta about the middle of Septem- 
ber. He has been with the National 
Union more than ten years, serving first 
in the Home Office; then in the field: 
and then back in the Home Office from 
1917 on as an official. He was formerly 
from the South, having been with the 
S, E. U. A., and has a personality which 
has endeared him to many. 





THE HUMAN SIDE OF INSURANCE 


Frank A. Church, of Paris, Illinois, 
is fortunate in having a name that wil] 
adapt itself to a catchy, humoroys 
slogan, says the “News From Home.” 
He has taken good advantage of the 
fact, too, and uses every place and 
every time an opportunity presents j,. 
self, his phrase of—“Go to Church for 
insurance.” You had to read that twice. 
didn’t you, it sounded so impossible at 
first? And then, even after we had 
gently led you up to it! How do yoy 
think it strikes the average reader, wh» 
has that slogan thrown at him, is it 
were, point blank? 

s * . 


R. G. McCullough, for several years 
state agent in Indiana for the Fireman’s 
Fund has been made superintendent 
of the Loss Department of the West. 
ern Department. Mr. McCullough, who 
has served as president of the Indiana 
Underwriter’s Association and _ vice. 
president of the Indiana Salvage Corps, 
entered the insurance business in 1887 
as file clerk for the Connecticut Fire 
Insurance Co. In 1899 he went to Mis. 
souri as special agent for that company 
and the following year was transferred 
to Indiana as state agent. In 1906 he 
joined the Franklin of Philadelphia in 
the same capacity and on January 1, 
1912, succeeded the late William H. 
Fulton, Fireman’s Fund state agent in 
Indiana. Mr. McCullough, as loss super: 
intendent, succeeds W. M. Trask, who 
has gone to Los Angeles as an inde- 
pendent acjuster, 

” - a 


Harry B. Rosen, despite his creat 
production activities, is not neglecting 
his civic duties as a citizen. He has 
been made treasurer of the Fusion 
campaign in New York and will do his 
part in the race to elect Curran mayor 
of New York City. 

* 2 a 


Sir A. Ernest Bain, of A. W. Bain & 
Sons, Incorporated Insurance Brokers, 
Leeds, ‘who was recently knighted for 
his services during the war as [nsur- 
ance Adviser to the Ministry of Food, 
was entertained at a luncheon in Leeds, 
England, by about seventy of the insur- 


alice Managers and assessors of that 
city. A. W. Sneath (Commercial 
Union) was in the chair. The 
Chairman said he welcomed the 


presence amongst them of Sir Er- 
est’s father, Mr. A. W. Bain, J. P. 
and Mr. Owen A. Jepson, as represent: 
ing the Corporation of Insurance Brok- 
ers. After a reference to the operations 


of the Insurance Department of the 
Ministry of Food, he spoke o! Sir 
Ernest’s position as Insurance A viser 
to the Flour Mills Control Department 
of the Ministry of Food, and he re‘errel 
to the arrangement whereby, in consié- 


eration of their service, underwriters 
whether of associated or non-assoc iated 
offices or otherwise, maintained their 
existing insurance. This arrangement, 


left the milling trade free to use the 
Same competitive avenues and deal 
through the same brokers and agents 3s 
had always been open to them Er- 


larging on the essential difficulties en- 
tailed by the negotiations involved in 
this arrangement, the Chairman paid 
tribute to Sir Ernest’s capacity in this 
direction. He added that Sir Ernest 
would be the first to acknowledze the 
substantial help he had received 
throughout from the insurance frateri 
ity, and, after speaking of the esteem 
and regard in which Sir Ernest was 
held by all who knew him. presented 
him on behalf of his hosts with a cal- 
teen of silver and cutlery. 
*- s+ s 


Sumner Ballard, re-insurance mal, 
will be initiated into the Blue (05° 
September 17. Carnegie Hall will be 
required to hold the crowd that will 
want to see this initiation. Insurance 
men from all parts of the United States 
will be on hand to give the occasion 
eclat, and it-.will. be some eclat. 





August 26, 192) 
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Ten Mutuals Join Here 
In Underwriting Groups 


A. C. BAKER, OF COAST, IS HEAD 





Development Follows Letting Down 
Exchange Bars; Plan of “Improved 
Risk” Mutuals 





For years past the mutual fire insur- 
ance companies of the various states 
have had the way rather effectively 
blocked in New York City largely be- 
cause of the fact that they were un- 
able to become members of the New 


York Fire Insurance Exchange; and, 
therefore, were in the dark about risks 
where stock companies had complete 
information. Under the former rules 


of the New York Fire Insurance Ex- 
change they could not become members 
unless they agreed not to pay in the 
form of dividends, or otherwise, any re- 
turns to the assured whereby the latter 
would effect a saving under the agreed 
rate of premium charged by the Ex- 
change companies. The Untermyer in- 
vestigation resulted in the modification 
of the Exchange rules and thereby 
opened the door of this city to the mu- 
tual fire insurance companies. 

Stock company men have been await- 
ing developments. An important one 
has now taken place in that ten of the 
leading mutuals have joined hands and 
opened an Office at 75 Fulton Street to 
issue policies. The plan of operation 
contemplates an underwriters’ policy, 
secured by the participation of these 
companies. The new combination is the 
“Improved Risk Mutuals,” and the com- 
panies in it are these: 

Fitchburg Mutual, Fitchburg, Mass.: 
Grain Dealers National Mutual, Indian- 
apolis; Lumbermen’s Mutual, Mansfield, 
0.; Michigan Millers Mutual, Lansing; 
Millers Mutual, Alton, Ill.; Millers Mu- 
tual, Fort Worth, Tex.; Mill Owners 
Mutual, Des Moines; Northwestern Mu- 
tual Seattle; Pennsylvania Millers Mu- 
‘val. Wilkes-Barre, Pa.; United Mutual, 
Boston. 


Fire Insurance Department 





The Improved Risk Mutuals intend 
to follow the plan which has won for 
the members individual success—care- 
ful selection of risks, underwriting for 
most part merely of a class. Only pre- 
ferred risks will be accepted. At the 
present time it is not their intention 
to write any business except sprinkled, 
or those otherwise specially equipped 
to prevent fire? 

A. C. Baker is manager. For nine- 
teen years he was with one of the mu- 
tuals in this group on the Coast and he 
will have charge of the underwriting 
here. It is announced that an engin- 
eering department will be installed. 





NEW INSURANCE COMMITTEE 


Lumber and Storage Men With Under- 
writers Appointed By U. S. Cham- 
ber; Huebner Named 





This is the new insurance department 
committee of the United States Cham- 
ber of Commerce: 

James S. Kemper, president and man- 
ager, Lumbermen’s Mutual Casualty 
Company, Chicago, Ill., chairman; C.. Hi. 
Remington, vice-president, Aetna Cas- 
ualty & Surety, vice-chairman. 

Robe Bird, vice-president, Milwaukee 
Mechanics; F. Highlands Burns, presi- 
dent, Maryland Casualty; Sheldon Cat- 
lin, vice-president, Insurance Company 
of North America; E. A. Frost, presi- 
dent, Frost-Johnson Lumber Company, 
Shreveport, La.; A. H. Greeley, presi- 
dent, General Cartage & Storage Com- 
peny, Cleveland; E. S. Nail, presideat 
and manager, Lumbermen’s Mutual, 
Mansfield, Ohio; George D. Markham, 
William H. Markham & Company, St. 


. Louis; J. B. Levison, president, Fire- 


man’s Fund; Prof. S. S. Huebner, Uni- 
versity of Pennsylvania; C. A. McCot- 
ter, secretary, Grain Dealers National 
Mutual, Indianapolis, Ind. 





Atlee Brown, New Jersey insurance 
rating expert, is spending the Summer 
at Spring Lake, N. J., almost entirely 
recovered from his recent illness. “He 
looks like a three-year old,” said one 
of his special agent admirers. 








ANTHONY MATRE, Pres. 


Louisiana, 


FI 


INSURANCE 





Colorado, Illinois, Indiana, Iowa, Kansas, Kentucky, 


Minnesota, Missouri, 
shire, New Jersey, New York, North Carolina, Ohio, 
Pennsylvania, 


A good company for good agents. 


MARQUETTE 


RE INSURANCE COMPANY 
INSURANCE EXCHANGE 

Assets Over Two Million Dollars 
Under Same Management THE GREAT WESTERN FIRE 


NAPOLEON PICARD, Secy-Treas. 
LICENSED IN 


Maryland Massachusetts, Michi; 
Montana, Nevada, New Hamp- 


South Carolina, Tennessee, 


Texas, 
West Virginia, Wisconsin. 


NATIONAL 


CHICAGO 





CO.—A Reinsurance Co.—Capital $400,0000 


























80 MAIDEN LANE, 





THE 


TOKIO 


MARINE AND FIRE INSURANCE COMPANY, Limited 
—= 


UNITED STATES FIRE BRANCH 
J. A. KELSEY, General Agent 


NEW YORK 





THE AUTOMOBILE—— 
INSURANCE COMPANY 


OF HARTFORD, CONN. 
MORGAN G. BULKELEY, President 
CASH CAPITAL 


$2,000,000.00 ; 
$11,896,417.46 


LIABILITIES, EXCEPT CAPITAL 


$8,171,905.10 


SURPLUS TO POLICYHOLDERS 


$3,724,512.36 


FIRE AND ALLIED LINES 


Fire, Tornado, Rents, Profits, Lightning, Explosion, Commissions, Lease- 
hold, Riot and Civil Commotion, Sprinkler Leakage, Use and Occupancy, 
Automobiles, Aircraft, Floaters. 


OCEAN AND INLAND MARINE LINES 


Hulls, Cargoes, Merchandise, Specie, Builders’ Risks, War Risks, Regis- 
tered Mail, Transportation, Motor Truck Contents, Salesmen’s Samples, 
Parcel Post, Tourists’ Baggage, Personal Effects Floater, Jewelry 
Floater, Fine Arts. 



















































Affiliated with 


ETNA LIFE INSURANCE CO. 
AETNA CASUALTY & SURETY CO. 


| 














1841 


Hsurance (0. 


OF NEw HAVEN. CONNECTICUT. 


RIOT and CIVIL COMMOTION—EXPLOSION 
SPRINKLER LEAKAGE 


AUTOMOBILE 
FIRE—THEFT—COLLISION—PROPERTY DAMAGE 





























LEWIS & GENDAR, INC. 


NEW YORK CITY AGENTS 


_Commonwealth Insurance Co. of New York 
London & Scottish Assurance Corporation 
ONE LIBERTY STREET, NEW YORK CITY 
Telephones: John 0063-0064-0065 
BROOKLYN AND SUBURBAN AGENCY 


eer cf 

onw: ‘ me; a Globe & Rutgers Ins Co. 

Detroit F. & M. Ins. Co. of Mich. London & Seattish Assu. Corp. 
(Casualty) Indemnity Ins. Co. of N. A. 


Special Facilities for Handling Out of Town Business 


145 Montague Street, Brooklyn—New York 
Telephones: Main 6370-6371-6372 







Firemen’s Ins. Co. of New Jersey 
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Ed the Barber lives and works in 
Schenectady, and next to the General 


Electric Company hé is the biggest 


thing there. 

In Ed’s shop the customer is of para- 
mount importance, and this fact alone 
is worth more than passing notice. 

In many business establishments 
one gets the idea that the proprietor, 
or the fixtures, or the window displays, 
or something else is of far greater im- 
portance than the treatment accorded 
customers, but not so in Ed’s place. 
Barber shops as a rule are a sort of 
necessary evil—places which you put 
off visiting until your wife exclaims, 
“For goodness sake, Alexander, go get 
your hair cut;” or when the thin safe- 
ty blades of your home razor are beyond 
help and you have neglected to lay in 
a new supply. 

But nobody in Schenectady who 
knows Ed even postpones the alleged 
evil day, when, to quote the scriptures, 
“There is no pleasure in them.” 

Rivers, mercantile establishments, 
insurance companies and barber shops 
never rise any higher than their sourc- 
es, so Ed the Barber deserves full cred- 
it. In Ed’s place there is a children’s 
department, shut off from the main 
room, where mothers may bring their 
offsprings with appropriate privacy. 
There is a lady manicurist who is cour- 
teously attentive, doesn’t chew gum and 
in no wise resembles a chorus lady of 
the Tenderloin. There is also a neat 
cigar stand, with a counter of small 


priced confections. Likewise a shoe 
shining alcove and supply department. 
Every razor, comb, brush and towel is 
sterilized, and the attendants all wash 
their hands in carbolic between shaves. 

Ed is a cheerful soul, and so are his 
helpers, but all conversation is care- 
fully apportioned to the client’s de- 
sires, and you are personally consulted 
beforehand on the hot towel proposi- 
tion. Moreover, no one insists that 
you have a facial massage, and if your 
hair happens to be thinning at the top 
you are not reminded of the sad fact 
and urged to try a remedy at a quar- 
ter extra. 

I am not writing this to boom Ed’s 
business, for his chairs are usually 
full, but simply to point out that in 
barbering, as in other gainful occupa- 
tions, there are ways to attract and 
hold trade, as well as methods calcu- 
lated to scatter it to the four winds of 
heaven. 

(Ed the Barber might not be able 
to run the steel trust, and probably has 
no such ambitions, but as a humble. 
cheerful, satisfied American citizen 
who daily makes a very real contribu- 
tion to the needs and creature com- 
forts of others he is one Big Success. 

Barbers in other communities, to say 
nothing of shopkeepers and insurance 
solicitors who desire to become mer- 
chant princes through catering to the 
public’s wants, would do well to make 
the journey to Schenectady and keep 
their eyes open while Ed trims their 








WALKERTALKS || | SPRINGFIELD 
_Il Fire & Marine Insurance Company 


Metropolitan Fire Agent 
C. G. Smith 
1 Liberty Street 


Service Department 


I Liberty Street 





SPRINGFIELD, MASS. 
New York Offices 


Geo. A. Hill, Jr., Special Agent 


General Marine Managers 


Talbot, Bird & Co., Inc. 
63-65 Beaver Street 


Metropolitan Auto Agent 
Leslie D. Forman 
75 Maiden Lane 


























recalcitrant locks and lastly there is 
this to be said: 

The atmosphere of good cheer at 
Ed the Barber’s is of that rare brand 
which, imbibed of early mornings, 
tends to make the day a trifle more 
radiant and successful from any stand- 
point. 

To put it differently: In spite of the 
fact that Ed is a “Subtractor,” I al- 
ways take more away from his shop 
than I leave. 

You know it sometimes pays to lose 
a bit of the materialistic side of life to 
make room for a trifle of the spiritual. 
What! Spirituality in a barber shop? 


Why, sure, Mike! 


SHhfvag Preahe, 








Actual market value for all securities 





D. H, Dunham, President 
Neal Bassett, Vice-President 
John Kay, Vice-Pres. & Treasurer 
A. H. Hassinger, Ass’t Sec’y. 
John A. Snyder, Secretary 


THE 
MECHANICS 
INSURANCE CO. 

of Philadelphia 
Organized 1854 
Statement January 1, 1921 
ASSETS AND LIABILITIES 


Capital sancbabecee 600,000 
Reserve _Reinsur- 
ance Fund...... 1,465,929 
Reserve all other 
159,357 


liabilities 
Net Surplus ...... 564,541 
Total ............$2,789,828 


Policyholders Surplus, $1,164,541 








D. H. Dunham, President 

Neal Bassett, Vice-President 
John Kay, Vice-Pres. & Treasurer 
A. H, Hassinger, Secretary 


FIREMEN’S 


INSURANCE CO. 


of Newark, N. J. 
Organized 1854 


Statement January 1, 1921 
ASSETS AND LIABILITIES 


Reserve Reinsur- 
ance Fund ..... 5,191,079 


Reserve all other 
liabilities ...... 1,205,347 


Net Surplus ...... 2,086,742 
Total ...........-$9,733,168 
Policyholders Surplus, $3,336,742 








' *Reserve all other 





H. M. Gratz, President 
D. H. Dunham, Vice-President 
Neal Bassett, Vice-President 
John Kay, Treasurer 
A, H. Hassinger, Ass’t. Sec’y. 


THE . 
Girard F. & M. 
INSURANCE CO. 
of Philadelphia 
Organized 1853 
Statement February 16, 1921 
ASSETS AND LIABILITIES 


Capital ...........$1,000,000 


*Reserve Reinsur- 
ance Fund ..... 2,295,788 


liabilities ....... 
Net Surplus ...... 
Total ............$4,006,570 


Policyholders Surplus, $1,449,841 | 
*As of December 31, 192. 


260,940 
449,841 














Loyal to friends and loyal agents 



















Fire Men Writing 
Life Policies on Side 


COMMENT OF INSURANCE PAPER 








“Insurance” Says There Are Many 
Angles to This Question; Gives 
a Few 





Some members of the National As- 
sociation of Insurance Agents read with 
mixed emotions this week an article in 
“Insurance,” reflecting upon the fact 
that a growing number of fire agents 
are taking a side line whirl at life in- 
surance. The article follows: 

“Some of the general insurance agen- 
cies doing fire and casualty business 
have gone into the life insurance 
branch, even to the extent of taking 
on general agencies of prominent com- 
panies. This has led to some discus- 
sions as to the advisability of life in- 
surance general agents taking on the 
fire and casualty lines. 

“The idea back of this suggestion 
seems to be that the life men look 
upon the entry of the fire and casualty 
men into the life business as an in- 
vasion of their field; that the life men 
should go into the fire and casualty 
business as a matter of retaliation or 
self defense. 

“There are many angles to this ques- 
tion which cannot be discussed in 2 
brief editorial. Undoubtedly it is true 
that general insurance agencies will go 
into the life lines, especially since the 
life insurance idea is becoming more 
and more of a business proposition. A 
general insurance agency will naturally 
want to sell all kinds of insurance, but 
we doubt if the average insurance agent 
will care to act as more than a sub- 
agent in the handling of the life busi- 
ness which requires development by 
specialists. 

“For this reason there would seem 
to be less call for the life insurance 
general agency to take up the fire and 
casualty branches. It would seem less 
logical for them to do all forms of 
insurance than for the fire insurance 
agent. The lines of difference are un- 
doubtedly being broken down, but i 
would seem to us that there is an 0D 
portunity for co-operation between the 
life men and the fire and casualty met, 
that this is much better than compe 
tition. 

“We should think the general «gents 
of the life insurance companies would 
be glad to get in touch with tle fire 
insurance agents and handle thei pusi- 
ness for them on a brokerage or sub- 
agency contract.” 








“Grow or go,” says Bruce Harton 
Lots of food for reflection in those three 
words. 
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Tuttle to Make Debut 
Before Commissioners 


HE’S ON LOUISVILLE PROGRAM 





Threadbare Subject of “State Insur- 
ance” Given to Commissioners 
Mansfield and Phillips 





Once a year the insurance commis- 
sioners treat themselves to the reading 
and hearing of those formal, set ad- 


:es which are the backbone of the 
over conventions in insurance. It is 
the occasion of their annual conven- 
tion, which this year will be held in 
Louisville, a town which at one time 
was the most profitable stopping point 
for traveling men handling a line of 
small bottle wares. : 

Among the students of the business 
the make-up of the commissioners’ pro- 
gram always exerts considerable fascin- 
ation. What will they discuss, and 
who will do the discussing? The om- 
cial ears are so close to. the underwrit- 
ing, political and public terra neo 
that they can hear every rumble. Al- 
though few outsiders attend a commis- 
sioners’ convention—the guests — 
from law, newspaper and fraterna 
offices, for the most part, with a sprink- 
ling of former commissioners and a 
handful of insurance men,—there are 
no conventions in the business which 
are followed so faithfully and by so 
many people at long distance. 

New Talent Welcomed 


The program as announced takes up 
almost a column of a newspaper, but 
only a few topics are selected, the size 
of the program being accounted for by 
the number of commissioners on the 
pill for five-minute discussion of topics. 
There are several new commissioners 
and one good way to bring them to the 
front is to put them on the program 
discussing papers. This is one organ- 
ization where there is no jealousy of 
new talent. The old timers are pleased 
when they unearth a new genius among 
departmental heads, but a new ap- 
pointee, of mediocre mind, causes 
many a sigh of pain. It is like a pen- 
nant-contending ball team the members 
of which suddenly discover that the 
rookie third baseman has the possibil- 
ities of Frank Baker. The whole team 
is strengthened. Such a feeling came 
to many of the commissioners when 
Hobbs, of Massachusetts, appeared upon 
the horizon. For years the brilliant, 
hard-headed student, Frank H. Hardi- 
son, represented that conservative com- 
monwealth. Who was Hobbs, who suc- 
ceeded him? Mr. Hobbs turned out to 
be a virile, fast-thinking, very courte- 
ous, polished member of the commis- 
sioners’ convention, backed by long 
legislative service. He was welcomed 
immediately and took a pew right near 
the front. Occasionally, a new man is 
appointed who is a demagogue. The 
latter finds himself in an unfriendly 
atmosphere, much as would a poker 
Player at Y. M. C. A. convention. At 
first he is listened to with politeness, 
but before long a couple of common 
sense questions, barbed with cruel 
satire, asked in a manner of seeming 
polite unconcern, sets the whole room 
laughing, and before long the dema- 
gogue is mighty uncomfortable. He 
sees he is outclassed mentally; and 
that the buncombe that went so well in 
his community, has carried him to his 
final destination. It is up to him to 
alight from the train of cheap political 
thought, or be laughed off the road. 
Some of the men asking these innocent 
little questions, generally in the form 
of interrupting a speech, are the 
Messrs. Mansfield, Phillips, Donaldson 
and Button. 

Tuttle’s Debut 


Among the new commissioners who 
Will make his debut before the Louis- 
Ville footlights is William B. Tuttle, Jr., 

New Jersey. Mr. Tuttle, commis- 
of banking as well as insurance, 

will talk on investments. Heretofore, 
New Jersey commissioners have not 
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been prominent in insurance commis- 
sioners’ conventions. The state seems 
only mildly interested in the conven- 
tion; and some times has taken the 
attitude that in insurance supervision 
as well as in other regulatory matters 
the state can handle its own business. 


The topics which the commissioners 
have picked out for discussion are 
these: Insurance supervision in Can- 
ada, coverage under accident and health 
policies, uniformity, taxation and fees, 
investments, efficiency of insurance 
agents, state insurance, licensing of 
public claim adjusters, and “Should All 
Types of ‘Carriers Be Subject to Uni- 
form Requirements Respecting Re- 
serves and Supervision?” 


Old Subject 


Two of the heavy guns in the con- 
vention are Messrs. Phillips, of New 
York, and Mansfield, of Connecticut. 
They are clear, forceful, original think- 
ers, courageous men, and are right at 
the creative centers of big insurance 
developments—New York and Connec- 
ticut. And what do you think the pro- 
gram-makers have chosen for them to 
discuss? Nothing but our old friend, 
“State Insurance.” This seems a pretty 
stale subject for such agile minds to 
burn midnight oil over when there 
is so much that is more pertinent on 
the books. With the spectacle of the 
government’s messing up of railroads 
and ships, and the Northwest wheat 
field states bungling up of state finan- 
ces, State or government insurance, if 
put to a vote in this country, would 
probably command as many ballots as 
would Sam Untermyer if he ran for 
President of the United States. How- 
ever, the fact that Col. T. M. Henry, of 
Mississippi, is also on this subject for 
discussion may throw some light. His 
state has deprived its citizens of stock 
company insurance, and what they now 
have might be called state insurance 
for lack of a better name. What he 
says should be full of meat—or maybe 
fireworks. 

Thomas B. Donaldson, of Pennsyl- 
vania, has as the title of his address 
the licensing of public claim adjusters. 
That should be attention-compelling, 
as he is a boxer who favors the bare 
fist style of fighting—right at ’em boys 
from the stroke of the gong—and if he 
widens his subject to embrace the ad- 
justment of fire insurance losses in 
Philadelphia there should be standing 
room only. The adjustments of these 
losses have caused underwriters many 
a sleepless night. ‘ 


The commissioners’ convention be- 
gins on September 27. The Louis- 
ville & Nashville Railroad has agreed 
to give preferential treatment to Louis- 
ville shipments that week of White 
Rock, ginger ale and ice. The Seel- 
bach Hotel has guaranteed to charge 
not more than $20 a day. Henry F. 
Tyrrell, James Victor Barry and Wil- 
liam Brosmith will be on hand with the 
latest fashionable stories. What more 
could any one ask? The convention 
should be a big success. 





CHICAGO VIEWPOINT 





Expect Little Improvement In Under» 
writing Conditions This Year; Auto 
Business at Its Worst 





One of the New York underwriters 
has received a letter from a Chicago 
departmental head reading in part: 

“Business is still very dull in the 
West, and personally I do not expect 
a great deal of improvement this year. 
The automobile situation is the worst 
feature and conditions in the automo- 
bile business do not encourage the idea 
that underwriting, so far as that busi- 
ness is concerned, is likely to be any 


less puzzling in the near future than 
it is now.” 





EUGENE SHEPARD DEAD 
Bugene Shepard, for seventeen years 
with the Wisconsin insurance depart- 
ment, is dead. He was only ill for two 
days. 





August 26, 1991 
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Congressman Green 
Tells of Insurance Tax 


NEW AMENDMENTS DISCUSSED 
All Insurance Companies on Same 
Basis for Taxation Purposes; 
Stamp Tax 


Washington, D. C., Aug. 24.—A num- 
ber of amendments in the revenue Dill, 
made just before the measure was 
passed by the House of Representatives 
on August 20, bring within the scope 
of the new method of taxation not only 
life but other classes of insurance as 


well and put all insurance companies, 


on the same basis for taxation pur- 
poses. 

Section 233 of the existing revenue 
law was materially changed and, as in- 
cluded in the bill when passed by the 
House, provided that “in the case of a 
corporation subject to the tax imposed 
by section 230 (corporation tax of 12% 
per cent) the term ‘gross income’ means 
the gross income as defined in sections 
213 and 217, except that: 

“(1) In the case of life insurance 
companies there shall not be included 
in gross income such portion of any ac- 
tual premium received from any indi- 
vidual policyholder as is paid back or 
credited to or treated as an abatement 
of premium of such policyholder within 
the taxable year. 

(2) Mutual marine insurance com- 
panies shall include in gross income the 
gross premiums collected and received 
by them less amounts paid for rein- 
surance.” 

Paragraph 10, subdivision a of section 
234, setting forth the deductions al- 
lowed insurance companies, is to be re- 
pealed on January 1, 1922, together 
with paragraphs 11, 12 and 13 of sub- 
division a. The word “life” was elim- 
inated from Section 242, defining taxes 
on insurance companies, the text of 
which was carried in last week’s issue 
of The' Eastern Underwriter, so as to 
include’ all classes of insurance within 
its scope. The House then repealed 
Sections 503 and 504 of the present 
revenue law, providing taxes on insur- 
ance policies. 

“These amendments constitute a very 
important change in the bill,” declared 
Representative Green, of Iowa, who se- 
cured their adoption by the House in 
behalf of the ways and means commit- 
tee. “The committee finally decided, 
after. considerable discussion, to put 
all of the insurance companies on the 
same basis for taxation. The basis of 
the taxation of all of the insurance 
companies is to be their net return 
from invested income—net income. 
That is tc be taxed the same as that 
of other corporations, at the rate of 
12%-per cent. This, however, is sub- 
ject. to one exception; under the pro- 
visions of the law as it now stands the 


fraternal companies are not taxed. I 
think there has been some question 
whether the fraternal companies were 
obliged to make a return. At all events 
they were not taxed, and under this 
bill as now amended they will not be 
obliged to make any returns. And I 
might also state that most of the mu- 
tual companies—that is, the Farmers’ 
Mutual and companies of that class— 
will pay very little, if any, tax, because 
these provisions include the repeal of 
the premium tax so far as it applies 
to insurance companies and the repeal 
of the taxation on the issues of stock 


-so far as it applies to insurance compa- 


nies and makes them pay only this one 


tax on their invested income. The” 


small mutual companies have, as a rule, 
no income from investments. 

“This tax has been one of the most 
annoying to the public generally, and 
to the insurance companies, that they 
have ever been subjected to. The pol- 
icyholder has been the goat and_ has 
been compelled to pay it. The insur- 
ance companies have complained about 
the annoyance of being required to do 
so much bookkeeping, and go the insur- 
and companies have complained about 
it. It has also been one of the most 
exasperating taxes to the general pub- 
lic. The committee hesitated about 
placing insurance companies on the 
same basis for fear that we would lose 
a large amount of revenue. While the 
Treasury estimates have not been made 
up, I have had insurance actuaries go 
over it, and their estimate is that the 
Government will not lose any great 
amount of revenue. 

“There has been a distinction in the 
law previously as to premium pay- 
ments; now they are to be placed on a 
general parity—all treated alike. The 
former tax on premiums on fire insur- 
ance has been collected from the pur- 
chaser of the policy and not from the 
company. This has been a particularly 
onerous tax on those who have become 
holders of policies in mutual fire insur- 
ance companies, which are made up of 
policyholders themselves and not for 
profit. And as there are very many 
such insurance companies in New Eng- 
land, particularly mutual fire insurance 
companies, in which a great many peo- 
ple of moderate means hold policies, 
it will readily be seen that we are 
again acting in behalf of the masses.” 

In order to conform to the commit- 
tee’s policy throughout, subdivision 2 
of schedule A of Title II, providing for 
a stamp tax on indemnity and surety 
bonds of 50 cents, was amended so as 
to eliminate from that section the tax 
of one cent on each dollar or fraction 
thereof of a premium charged for the 
issuance, execution, renewal or continu- 
ance of such a bond. 





FORMERLY WITH CUBAN GANK 

Edward Haynes, who has been ap- 
pointed a special agent in North Cayo 
lina of the Liverpool & London & 
Globe, has been connected with the In- 
surance Department of the Trust Com- 
pany of Cuba, 
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To Parade William 
Street Behind Band 
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BLUE GOOSE POND ' EVENT 


Mutuals Not to Throw Eggs; Where 
Can Fat Men Be Dug Up 
for Race? 


A parade of insurance men from Wil- 
liam Street and Maiden Lane to the 
Battery at 11 o’clock on September 
17th, with music by a band of forty 
pieces. playing the death march from 
the opera “Untermyer,” (never pro- 
duced yet at the Metropolitan Opera 
House), is one of the thrilling sights 
on the schedule. It will be the turn out 
of the members of the Blue Goose, the 
social order of the fire insurance busi- 
ness, en-route to a boat which will carry 


them to Glenwood-on-the-Sound for the 
first annual outing and games of the 
New York City Pond. 

No silk hats or long coats will be 
permitted, while the officers of the mu- 
tuals, reciprocals and inter-exchanges 
along the route have agreed for this 
occasion only not to throw any eggs. 

Arriving at the grounds there will be 
a number of thrilling events such as 
the three-legged race, potato race, 
quoits, sack race, fat man’s race, 100- 
‘yard dash, baseball game of teams rep- 
resented by Jersey (a state) and New 
York (some state!) and prize bowling. 

Where Are The Fat Men? 

What is of particular interest to the 
committee is whether enough fat men 
can be gathered together to qualify for 
the avoirdupois event. Underwriters 
grow on every bush, but do not wax fat. 
You can’t take on weight when you are 
thinking about automobile risks, or 
trying to figure out rating schedules 
or attempting to adjust use and occu- 
pancy losses. A fat man on William 
Street, New York, or around Washing- 
ton Park, Newark, is as scarce as a 
counterfeit bill in the pockets of John 
D. Rockefeller. It is true that there is 
.& popular man on the advertising de- 
partment of an insurance newspaper 
who will attend the outing, but he can’t 
run a race with himself. Fred H. 
Ackerman, of the National Union, says 
he is a trifle under the ring-side weight 
for this event. There will be a lot of 
amateur throwing in the quoits con- 
test. If it were merely a case of throw- 
ing the bull a respectable team might 
be gathered together somewhere. 

The committee on arrangements con- 
sists of Frederick Ackerman, Chairman, 
F. J. Breen, Secretary, Wm. R. Bonner, 
Henry Borchers, R. J. Monahan, F. J. 
Finley, Edw. J. Froeb, Edwin L. Sulli- 
van, P. B. Brown, BE. C. Ryan, Walter 
C. Howe, A. A. Dal Molin, H. L. Denny, 


Wm, J. Dormer, Young B. Allison. 


OFFERS AUTO ACCIDENT COVER 


National Life of U. S. A. Selling $1,000 
and $2,000 Policies For $5 
and $10 Premiums 


The National Life of the U. S. A, 
Chicago, is issuing through its casualty 
department an automobile persona! ac- 
cident policy designed to cover injuries 
sustained while riding in, operating, 
adjusting or cranking a motor car. Both 
men and women from ages 16 to 65 
will be accepted as applicants, and the 
annual premium is either $5 or $10 de 
pending on the amount of protection 
desired. 

A yearly payment of $5 procures 
$1,000 for any one of the following 
casualties: loss of life, of both hands, 
of both feet, of both eyes, and of one 
eye and one hand or foot. Those pay- 
ing the $10 annual premium are as- 
sured of receiving $2,500 in case of 
death or for any one of the major in- 
juries already listed, and proportionate- 
ly smaller amounts in weekly payments 
for partial or total disability. 





NEW FIELD FOR LIABILITY 

A new field for liability business in 
Illinois has been opened up by amen¢- 
ment to the public utilities act of the 
state passed at the recent legislative 
session, which requires owners of 
busses or taxicabs used for freight or 
passenger purposes between two or 
more towns to qualify under this act 
for the payment of damages. If an 
owner has two or more busses thus 
operating, he is required to file cither 
a $10,000 bond for each vehicle or a 
public liability policy. The act covers 
only vehicles running on regular routes, 
over which the Public Utilities Com- 
mission has jurisdiction. 

Casualty men were not aware of th? 
purport of the act at the time of its 
passage, but have gotten busy ani have 
written a number of policies for public 
liability and property damage under the 
new law. A considerable number of 
jitneys or busses are in operation be 
tween different cities and towns in vari- 
ous parts of Illinois. 

A law of somewhat similar purport 
is also in effect in Wisconsin, and cas 
ualty men there have been making 
quite a successful drive for liability 
business under its provisions recently. 


—_——— 
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Asks Ad Men To 
Solicit Local Agents 


ADMITS IT WILL BE WORK 





Writer in “Editor & Publisher” Thinks 
Campaign Can Be Put Over; 
Answers Objections 





“Editor and Publisher,” a newspaper 
for journalists, publishers of papers, and 
journal advertising men, is running a 
series of articles in which advertising 
men are given some advice on how to 
present daily paper advertising sugges- 
tions to local insurance agents. The 
current article is entitled, “Snags in 
the Creek of Insurance Advertising 
Building,” and the writer, Quentin Den- 
oyer, admits that it is going to be diffi- 
cult to persuade the locals to come 
across with advertising. The current 
article follows: 

In soliciting advertising from insur- 
ance agents, advertising such as can 
be seen trickling through the columns 
of newspapers here and there, the space 
salesman will run onto snags. The 
word trickling is used advisedly. The 
volume of advertising done by insur- 
ance agents in the local press is small 
as yet, a mere creek, as it were, and 
the little stream is not without its sub- 
merged stumps, sunken logs and hidden 
rocks. 

The solicitor will find the insurance 
agent who says he believes in adver- 
tising but that the companies which he 
represents should pay for the space, the 
agent who asserts that he is not going 
to spend his money to build up the 
reputation of his companies. Of course 
this same agent is spending his time 
every day to-do that very thing by word 
of mouth. Needless to say, the hope 
of the agent or newspaper man who 
appeals to insurance companies for an 
advertising appropriation is soon 
blasted. 

Typical Refusals 
In the first place insurance compa- 


nies are being constantly solicited by 
representatives of the big national mag- 
azines, by metropolitan dailies and by 
advertising agencies and if they can re- 
sist the solicitations of those men they 
will probably be able to hold out against 
the postal appeals of faraway news- 
paper men and the entreaties of their 
own agents. 

In defense of their refusal to assist 
agents with advertising funds the com- 
panies will point out they have, depend- 
ing on their size, anywhere from a few 
hundred -up to many thousands of 
agents and that paying for advertising 
for all of them would soon result in 
bankruptcy. 

The advocate of advertising retorts, 
but probably only to himself: 

“But the returns from the advertising 
would pay the bills.” 

A company’s reply would be: 

“You do not understand (meaning you 
are showing your ignorance of the in- 
surance business). Insurance compa- 
nies temporarily lose money on new 
husiness. (By temporarily they mean 
from one to three years, depending on 
the kind of insurance.) What profits 
there are for companies come only when 
policies have been continued for some 
years. The more productive the adver- 
tising the worse off the advertiser would 
be, for the volume of new business in 
any year cannot be too large a percent- 
age of total business, new and old.” 

Talking of Laws 


If the companies approached for ad- 
vertising contributions are big life in- 
surance institutions doing business in 
the State of New York, which has been 
and still is the Tigris and Euphrates 
valley of life insurance, they will ex- 
plain that the Armstrong laws of that 
state prevent. As everyone knows, 
Charles E. Hughes conducted an inves- 
tigation of life insurance companies 
licensed to do business in New York 
state in 1905 and the result was a col- 
lection of restrictive statutes known as 
the Armstrong laws; so named because 
the investigating commission was 
dubbed the Armstrong commission. 









One of these limits the amounts com- 
panies can pay agents in the form of 
commissions, salaries and allowances. 
Another law restricts the volume of new 
business which a company may write in 
a calendar year. On the theory that the 
volume-of-business limitation law had 
accomplished its purpose to a large ex- 
tent the New York legislature a few 
years ago enacted an amendment which 
gives the companies more latitude but 
lets the Superintendent of Insurance for 
the state apply restrictions which he 
deems advisable. 

Would Reduce the Cost 

Under the amended law he waives the 
old limitations, when companies seek a 
waiver, but always with the understand- 
ing that the companies will not hire 
agents away from each other, that they 
will not pay more in commissions and 
allowances to agents than they have 
been paying (a stipulation that applies 
when the companies have not gone the 
legal limit in this direction, and that 
they will not use unusual methods to 
get new business. As long as compa- 
nies can, without advertising, do more 
than the old legal limit it is generally 
held that an advertising campaign 
financed by a company would be in vio- 
lation of the rules laid down by the 
Superintendent of Insurance, 

“Ho, ho,” says the advertising man, 
advertising would be within the spirit 
of the law. It would reduce the cost 
of getting new business. If companies 
advertised they could reduce commis- 
sions to agents, pay for the advertising 
out of the commissions saved, and sal- 
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vage some of the reduction for surplus 


besides. The agents would not objec 
because more business at lower rates of 
commission would probably net more 
than present business at present rates 
of commission.” 


The Agency Problem 


“But,” counters the insurance com. 
pany official, “let an advertising man 
try to reduce commissions and he would 
retract his optimistic statement. Of the 
additional business which the advertis. 
ing man promises 95 per cent would 
come from agents already under cop. 
tract and with contracts specifying rates 


_of commission that permit of no adver. 


tising expenditure. If advertising mep 
want agents to spend part of their com. 
missions for advertising they will have 
to get the money directly and not in. 
directly through the companies.” 

The argument over which should pay 
for advertising, the companies or the 
agents, is as old as any one engaged in 
either the insurance business or the ad- 
vertising business. And like most argu- 
ments it has led the principals further 
apart. 

Insurance company officials are pretty 
well “sot” in the idea that present rate; 
of commissions give the agents all the 
money that can or should be spent for 
selling insurance, and that the agent is 
the one who shall say whether he will 
take all the commission money himsel? 
or whether he shall hire assistance in 
the form of advertising. More and more 
agents are hiring others to do their 
clerical work and devoting their own 
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“The Great Five Insurance Company of the World” 
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POSTAL INSURANCE 


The Company with the,“‘L. & L. & G.’’ Service. 
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ue lv paLeDIUAaDSHIP. Lhe advertising 
mau Woo Can demonstrate that adver- 
using Will GO muco preimimary work 
auu alow Lhe agent to spend more time 
ja closing Sales, Can secure orders Lor 
ydverusung space, 

Ano.wer lituie snag on which many an 
adverusing solicitor finds himselr 
caught 1s the injunction tound in tne 
contracts Which companies give to 
agents, an injunccion against the use o 
gaverusing tMat has nov been approved 
py the company betore publication. 
ygis supWlatlon 18 Made necessary by 
tne enactments of statute-prolinc legis- 
jaures. Sy Various torms of laws tue 
querenut staves Of the Union have made 
printed or written statements of agents 
pnang on their companies to a more 
or less degree. 

Naturally company Officials cannot let 
agents commit them through advertis- 
jug to the payment of losses which they 
cannot or do not contemplate paying. 
Certain states also have laws regarding 
tne use in advertising of figures from 
companies’ balance sheets. They re- 
qure tuat if certain figures are printed 
ombers must also appear. Companies 
cannot trust their agents to be familiar 
with such requirements. 

This home office O.K. on copy is a 
snag that delays, rather than wrecks 
campaigns. Some companies with high- 
ly developed departments engaged in 
the issuance of house organs and leaf- 
lets will help along an agent’s cam- 
paign rather than interfere with it. 

Still another snag is found in organi- 
mations of agents. Nearly every such 
organization has considered or conduc- 
ted a co-operative campaign. Such cam- 
paigns have been considered ten times 
to every one time that they have been 
conducted. The upshot of the consider- 
ation has often been that agents have 
been converted to the co-operative idea 
rather. than the advertising idea. Then 
there are things for the advertising 
man to undo before he can begin doing. 

Then comes the insurance agent. who 
has tried advertising and not been satis- 
fed. Maybe his campaign was unsuc- 
cessful, because of brevity, because of 
poor copy, because of wrong media or 
for some other reason. Maybe it se 


successful, but he has credited his own ~ 


personal efforts, instead of the adver- 
tising, with the results. 

Maybe the advertising man who sold 
the campaign promised more than ad- 
vertising will do for insurance. Maybe 
he sold it as order-getting advertising 
and then used goodwill, institutional or 
educational copy. The advertising man 
who avoids attempts at order-getting 
campaigns and clings to the institution- 
al idea is building on safe ground. 





WIT ON AUTO SIGN 

_ Mayor Bader, of Atlantic City, N. J., 
's waging a campaign to eliminate cas- 
walties resulting from reckless opera- 
tion of automobiles. Signs have been 
dlaced on the roads leading into the’ 
tity, bearing the announcement—“Drive 
sow and see our city. Drive fast and 
see Our jail.’’ 
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MAS AND 
b] " “ INCORPORATED co 
INSURANCE AND REAL ESTATE 


BUFFALO, N. Y. 


Offer facilities for writing large lines in Buffalo, N. Y., terri- 
tory, including INSPECTION and ENGINEERING SERVICE. 





FIRE, EXPLOSION, U. 
MOBILE and ALL CASUALTY LINES. 
General Agents in Erie and Niagara Counties for 


Massachusetts Laws 
On Insurance in 1921 


HOBBS REVIEWS LEGISLATION 





Act Authorizing Organization of Com- 
panies to Write in Foreign Coun- 
tries; Agents’ Balances 





Insurance Commissioner Hobbs, of 
Massachusetts, reviews insurance legis- 
lation of 1921 in his annual report: 

The General Court of 1921 enacted 
several laws affecting fire and marine 
insurance companies which merit at- 
tention. During the war it was brought 
with considerable force to the attention 
of the government that ocean marine 
insurance in this country was in large 
part written by insurance companies of 
other nations. This not only diverted 
much money from the United States, 
but made available to foreign agencies 
a vast field of information regarding 
United States trade and commerce, 
which was in times of peace a formid- 
able aid to foreign competitors, and 
in times of war a most dangerous 
weapon in the hands of enemies. In 
connection with the development of the 
merchant marine, it was early realized 
that a similar development should take 
place in domestic ocean marine insur- 
ance. 

The United States Shipping Board, 
acting in connection with a congress- 
ional committee, presented the National 
Convention of Insurance Commission- 
ers suggestions for a uniform legisla- 
tive program designed to further such 
a development. This program was 
carefully considered and in part ap- 
proved. In accordance therewith the 
Commissioner of Insurance submitted 
to the General Court several bills which 
received legislative approval, as fol- 
lows:— 

Chapter 165, An Act relative to the 
Allowance of Agents’ Balances on For- 
eign Business as Assets of Insurance 
Companies.—This act is designed to al- 

low credit in the annual statement for 
agents’ balances in foreign countries 
representing business written within six 
‘months of the date of accounting, as 
against three months previously al- 
lowed. This was deemed necessary be- 
cause of the greater time required -to 
communicate with agents doing busi- 
ness abroad. 

Chapter 172, An Act relative to the 
Merger of Insurance Companies. 

Chapter 198, An Act relative.to Mar- 
ine Insurance — This was drafted to 
make clear the authority of marine in- 
surance companies to insure all classes 
of risks on persons or property, includ- 
ing liabilities for injury to either in 
connection with maripe or inland mar- 
ine or transportation insurance on prop- 


erty. 

Chapter 215, An Act authorizing the 
Organization of Corporations to write 
Insurance in Foreign Countries.—it 


was urged with some force that domes- 
tic fire and marine companies are at 


ome. Te 


& 0., RENTS, AUTO- 


Indemnity Co. 
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APPLIANCES 


No Plant Fire Department is Com- 
plete Without a Chemical Engine 


T is the backbone of fire equipment. On our chemical engines 
the tank is exactly the same in operation as the chemical tanks 
on city fire apparatus. 
Over ninety per cent of all fires to which fire apparatus 
is called are extinguished with a chemical stream. 

_ These engines operate on exactly the same principle as the 
ordinary 2)4-gallon hand fire extinguisher. To operate, just tip 
the engine over. All are labeled and approved by the Under- 
writers’ Laboratories and recognized by Insurance 
Rating Bureaus throughout the country. 






























Type D-1 Indoor or Factory Engine 
20-Gallon Capacity 


Designed for the small manufacturing plant or for 
isolated sections of large plants. Light enough to be 
carried upstairs. 

Equipment includes 25 feet of hose and shut-off nozzle. 
The nozzle is of the eccentric type. Cannot corrode. 


















Diameter of Wheels: 18 inches 
Weight Empty: 150 pounds 
Weight Charged: 300 pounds 
The charge for this engine is 3 Ibs. sulphuric 
acid, 10 lbs. bicarbonate of soda and 17 gal. water. 
Complete chemical charge furnished with each 
engine. 


Teight: 45 inches 
Width: 20% inches 


















Type D-2 Indoor or Factory Engine 
40-Gallon Capacity 


For indoor protection or for use on smooth 
ground where one man can handle it. It is 
narrow enough to go through an ordinary 
doorway, narrow aisles, elevator entran- 
ces, etc. 

Equipped with 50 feet of chemical hose 
and shut-off nozzle. : 
Height: 60 inches Diameter of Wheels: so inches 
Width: 30 inches Weight Empty: 350 pounds 

Weight Charged: 640 pounds 

























The charge for this engine is 7 lbs. sul- 
phuric acid and 20 Ibs. bicarbonate of 


. m, soda with 33 gal. water. Complete chemi- 
a ey me cal charge furnished with each engine. 


ee 











Type D-3 Outdoor or Yard Type Chemical Engine 
40-Gallon Capacity 


Designed for use out of doors. A valve is provided in the cap which seals the acid 
jar until ready for use. This prevents water slopping into the acid on the way to a 
fire. These features and the wide tread and heavy axle allow the engine to be drawn 
over rough ground and insure it standing up under hard service. 

Equipped with a reel and drag rope; 50 feet of chemical hose and shut-off nozzle. 


The charge for this en- 
gine is 7 lbs. sulphuric 
acid and 20 lbs. bicarbo- 
nate of soda with 33 gal. 
water. Complete chem- 
ical charge furnished with 
each engine. 

Le ass in thi i 

, ~~ ow in this posi- 
Width: 46 inches 
Tread: 38 inches 
Diameter of Wheel: 50 inches 
Length of Drag Rope: 40 feet 
Weight Empty: 475 pounds 
Weight Charged: 765 pounds 

Recommend Chemical 
Engines to your clients, 
We give special discount 
to fire insurance agents, 


PYRENE MANUFACTURING CO., Inc. 
17 EAST 49th STREET, NEW YORK CITY 


CHICAGO ATLANTA KANSAS CITY SAN FRANCISCO 
17 So. Jefferson Street 24NassauStreet 1712Grand Avenue 527 Mission Street 


There is a Pyrene Product for every class of 
Fire Protection and Industrial Safety 
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a disadvantage in-the foreign field be- 
cause they are in competition with com- 
panies operating under far broader 
charters and empowered to write many 
classes of business which by the laws 
of most American States fire and mar- 
ine insurance companies are debarred 
from writing. This results-in the loss 
of business partly because the Amer- 
ican companies are not in a position 
to give the same service that the for- 
eign companies can afford, and partiy 
because the foreign companies can 
write broader and more comprehensive 
policies. The United States Shipping 
Board recommended that the States 
authorize the incorporation of insur- 
ance companies empowered to write 
not only the fire and marine lines but 
also the so-called casualty lines. This 
met with much opposition not only from 
casualty companies but also from cer- 
tain fire and marine companies, al- 
though the most vociferous antagonism 
came from the companies transacting 
fidelity and surety business. This part 
of the Board’s recommendation did not 
meet with the approval of, the conven- 
tion, which did, however, agree to the 
principle of ‘this bill, authorizing the 
incorporation of multiple line companies 
to do business abroad and the holding 
of the stock of such companies by 
domestic companies. 

Chapter 277, An Act relative to the 
Incorporation of Reinsurance Compa- 
nies—This was a part of the recom- 
mendation of the Shipping Board, but 
was not recommended by the conven- 
tion. It allows the incorporation of 
multiple line reinsurance companies. 

Certain other recommendations of 
the Board were reserved for further 
discussion by the convention. Among 
these were (1) a method for estimat- 
ing the reserve liability on marine 
risks; (2) a method of taxation based 
on net profits; and (3) a uniform in- 
vestment law. 

There can be no question as to the 
desirability of the result at which the 
Shipping Board aims, namely, the de- 
velopment of American marine insur- 
ance. It is hoped that the several 
States will give general support to the 
Board’s recommendations. 





ENTERS THIS COUNTRY 





La Cubana Compania De Seguros of 
Cuba To Do Fire Reinsurance 
Business 
la Cubana Compania Nacional De 
Seguros, of Havana, has entered the 
United States to do a fire reinsurance 
business by making the necessary capi- 
tal deposit with the New York State 
Insurance Department. Messrs. Fester, 
Fothergill & Hartung, United States 
managers for the company, already rep- 
resent as United States managers, the 
Northern Insurance Company of Mos- 
cow, Russia; Union & Phenix Espanol 
Insurance Company, Madrid, Spain: 
Warsaw of Russia; Nippon of Japan; 
Alpha General Insurance Company of 
Calcutta, India, and the European Gen- 
eral Insurance Company of London, 
England, all of which are transacting 
an insurance business in the United 

States. 

The United States managers have 
furnished Best with a statement‘of the 
United States branch as of May 7, 1921, 
showing total admitted assets of $522,- 
256.80, and surplus over all liabilities 
of the same amount, the company not 
then having written any business to 
incur liabilities at that time. The Home 
Office statement of the company sub- 
mitted shows as of December 31, 1919, 
total assets of $1,753,980.31, authorized 
capital, $5,000,000; capital paid in, $1,- 
250,000, and surplus, $254,987.03. 





SLOAN IN SAN FRANCISCO 

H. J. Sloan, one of the famous Sloan 
famiiy of detectives, police officers and 
crime investigators, and who is with 
the Arson Bureau of the National 
Board of Fire Underwriters, is now 
stationed in San Francisco in charge 
of the arson division of the National 
Board 


Eastern Conference 
Alters Theft Cover 


ARE DROPPED 


For New York, Philadelphia, Jersey 
City, Hoboken and Newark; Lock 
Penalty Extended 


ACCESSORIES 





By fully a two-thirds vote the East- 
ern Automobile Underwriters’ Confer- 
ence endorsed, Tuesday, the two re- 
strictions on the theft covers which 
had been proposed by the executive 
committee. The recommendations 
were: First, “that the restricted theft 
form of coverage be adopted in the 
cities of Philadelphia (Philadelphia 
County), New York (Manhattan, Brook- 
lyn and Bronx), Newark, Hoboken and 
Jersey City”; and second, “that the $25 
lock penalty charge be extended to ap- 
ply in Jersey City, Hoboken and New- 
ark.” 

A small minority of underwriters at 
the special meeting argued against the 
passage of the restricted theft proposal 
on the grounds that the provisions con- 
stituted an unwarranted limitation upon 
their freedom to insure whatever might 
be classed as insurable. The new 
amendment eliminates tires and acces- 
sories, which category includes motor 
meters, rims, spare tires, Pyrene ex- 
tinguishers, cigar lighters, and all other 
furnishings that may be detached from 
the body of an automobile. The expe- 
rience for the entire Eastern Confer- 
ence territory proves that equipment 
losses constitute about 30 per cent of 
the total theft losses, and this start- 
ling and significant fact prompted the’ 
movement for an amendment of the 
theft cover. When the vote came upon 
the proposal, by far the majority of 
the company representatives present 
were heartily favorable to the decision 
to retrench. 

The new form of theft cover is made 
mandatory upon members of the confer- 
ence for all automobile business written 
on and after October 1. Its adoption 
should have a -distinctly beneficial ef- 
fect upon the loss ratio since the moral 
hazard problem enters most vitally in- 
to the underwriting of detachable parts, 
so easily removed and as easily con- 
cealed. Almost impossible is the task 
of detecting fraud in the disappearance 
of tires and other accessories, and the 
only real means whereby the under- 
writers can block the continually in- 
creasing stream of petty theft claims 
is by the action taken Tuesday, to 
cease insuring those risks. 

Theft losses last year in the Metro-. 
politan district of New York ran well 
over 100 per cent, according to sta‘e- 
ments made at the meeting, and the 








THE SUN FLOWER 

The stockholders of the Capital Live 
Stock Insurance Company of Topeka, 
Kansas, voted to change its charter to 
that of a fire insurance company and to 
change the name of the company from 
the Capital Live Stock Insurance Co. 
to the Sun Flower Fire Insurance Co. 





PHILLIPS TO STAY 
The story published in the New York 
“Commercial” that Jesse S. Phillips, 
suverintendent of insurance, New York 
State, will resign is incorrect. 


underwriting fraternity realizes the 
futility of permitting every Tom, Dick 
and Harry with an automobile in his 
possession to insure himself against all 
types of losses over which he alone may 
exercise control. 

Extending the lock penalty provisions 
to the three New Jersey municipalities, 


already veritable hot-beds of moto; 
truck thieves, is expected to secure 
good results. 





William Y. Wemple, the re-insurance 
man, has named his catboat “The Blyo 
Goose.” It sails on a pretty big pond 
however—the Long Island Sound. ; 








TOTAL ASSETS - 
TOTAL LIABILITIES 
NET SURPLUS - 


O. J. PRIOR, President 


| INCORPORATED 1868 


| Che Standard Fire Insurance Co. 


OF NEW JERSEY 
LK. TRENTON, N. J. 


: ] 
1921 | 


$1,559,363.71 
935,524.08 
623,839.01 


W. M. CROZER, Secretary | 

















NEW YORK STATE DEPARTMENT | 


Established 1906 





Superior Fire Insurance Co. of Pittsburgh, Pa. 
Allemannia Fire Insurance Co. of Pittsburgh, Pa. 
Capital Fire Insurance Co. of Concord, N. H. 
Georgia Home Insurance Co. of Columbus, Ga. 
United American Insurance Co. of Pittsburgh, Pa. 


Exceptional Service to Agents 





PERCY B. DUTTON, Manager, ROCHESTER | 
| 


| 


















102 Years 


BO sacm atle 


America” 


of Service 


$195.000.000 





307 FOURTH AVENUE 


Nation- Wide 


LOGUE BROS. & CO 


Established 1886—HARRY C. FRY, Jr., President 


Fire—Casualty—Automobile Insurance 
acilities for Handling SURPLUS LINES 


» Inc. 


PITTSBURGH, PA. 











PHILADELPHIA 


























ADEQUATE SATISFACTION 
ADE CLARENCE A. KROUSE & CO. 

: LITIES ses wy LOPAL AND GENERAL AGENTS SERVICE 
ALL LINES ~ ma aw PHILADELPHIA, PA. ALL LINES 
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motor Western Union Will NO MONEY IN WRITING STRIKES 
a Govern Auto Writing Lesson of 100 Per Cent Assessment of ° ° Just say: 
Employers’ Mutual of Baiti- ation erty “Insurance 
7 Md. 
rance PTS CONFERENCE RULES es 
veal . Chicago, August 24.—Following the INSURANCE COMPANY Man”— 
bs Regulations Define Various Offices, recent assessment of 100 per cent by OF AMERICA ; the open sesame 
— Local and General Agents; Fix the cae gegen Lape § of ag wnat to every ‘courtesy 
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21 Cotimission Rates ance, announcement is made that the (mcoporated Under the Laws of the within our po 
4 Y Industrial Reciprocal Exchange, orig- State of New York in 1859 
rE Ry > — a = inally located at Aurora, Ill., and more = a a 
aod the tae P- recently in Chicago, writing the same Statement, January 1, 1921 tached bath $1.50 
val to the announcement that the 
Sesters Uliids on, September 1 will as- class of business, is in process of liqui- Cash Capital .......$ 1,000,000.00 and $2.00 
sume full control over the “rules, rates, ‘tion, and it is stated that some hy Assets .........-+.- 12,071,029.44 i: Private bath $2.50 
commission regulations and all other — reg = prvges Bo 7. a Liabilities, including j and $3.00 
requirements pertaining to the writing ~ oe en ~ ‘hike ‘s o> ® nie * Capital .......... 8,565,07%.02 —_ 
of insuraneé on automobiles.” This aaa eee the: eeesnas P Net Surplus ....... 8,505,957.42 BREVOORT Hotel 
step was taken apparently because the Th ‘hi i Li a . Surplus to Policy 
tary : p e Chicago reciprocal issued po Hold 4.505.957.42 Insurance Headquarters 
el Union membership includes more com icies covering net profits and fixed ee ee »505,957. iany Giada oP st 
—— en: chile Underwriters’ Conference  oVerhead expenses in case of a strike. HEAD OFFICE wa oe — 


and the feeling is prevalent that con- 
certed action is necessary in directing 
the course of automobile insurance 
through the present crisis in its hia- 
tory. 

The new rules, embracing practically 
all those of the Western Conference, 
define “home office,” “branch office,” 
“departmental office,” “local agent” and 
“general agent.” The minimum terri- 
tory of a general agent is one entire 
state, and the compensation of a local 
agent in all territories shall not exceed 
25 per cent. 

Following are the rules governing 
general agents’ compensation: “Gen- 
eral agent (as defined) shall be com- 
pensated a8 follows: 

“(a) In all territory not exceeding 25 
per cent on the local business of the 
general agency and not exceeding 10 
per cent overriding on the business of 
local agentS supervised by the general 
agent except that upon the business of 
local agents supervised by the general 
agents the total compensation allowable 
by the company to the general agent 
and the supervised local agent combined 
shall not exceed 35 per cent, subject, 
however, to the following provisions: 

“(b) The local business of a general 
agency shall be held to be his own busi- 
ness and the business. of the city in 
which he is located, and the compensa- 
tion allowed thereon shall not exceed 
the compensation payable to a local 
agent in such city. Any arrangement 
which contemplates the placing of any 
part of what would ordinarily be re- 
garded as a general agent’s local busi- 
ness through an agent reporting to the 
general agent, and the collection of an 
overriding commission thereon by the 
general agent, or under which any part 
of a general agent’s overriding commis- 
sion is divided with an agent, is a di- 
rect violation of these rules. It shall be 
the duty of the company so to supervise 
the payment of the overriding commis- 
sion that the spirit and the letter of this 
tule shall be strictly observed. 

“Whenever the governing committee 
shall approve a. general agency for 1 
member company, such company shall 
furnish the general agency with agency 
commission rules applying specifically 
tohis appointment and obtain from the 
general agent a sighed pledge to ob- 
serve such rules, which pledge shall be 
fled by the company with the govern- 
ing committee.” : 

Rules for Rates and Policy Forms 

‘The rates, rules and indorsements 
for writing automobile insurance con- 
tained in the following publications 
Promulgated by the several State Fire 
Rating or Inspeetion Bureaus, applicable 
‘o Union territory and all Union rules 
not in conflict therewith, are manda- 
tory upon nba business from and 










































after September 1, 1921.” The rule lists 
the Western M Country “A,” Coun- 
ty “B,” Standard “A.” Standard “B” 
ad Penalty Schediiles; the “Automo- 
bile Classifieatioh Manual” and the 
spaision and Property Damage Man- 















L. C. BEAGH SERIOUSLY ILL 
yiouis C. Beach, superintendent of the 
orthern’s automobile department, is 
qrirted as critically ill. He is now in 
‘J0seph’s Hospital, Paterson, N. J. 


















It had some rather heavy losses, which 
it had trouble in meeting. An attempt 
was made to collect an assessment from 
the subscribers, but this was only part- 
ly successful. The promoters of the 
reciprocal found that they would be un- 
able to keep it afloat, and therefore 
apparently decided to abandon the ship 
and salvage as much as possible. 

Fred Taylor Crichton, attorney in 
fact for the concern, and Clyde Smith 
of Chicago announced some months ago 
that they were organizing a stock com- 
pany to write strike insurance, but 
nothing more has been heard of their 
project recently. 





LICENSED IN OTTAWA 





Home, Sun Insurance Office, Ocean 
Marine and Im>erial Underwriters 
Extend Their Fields 





Four companies were licensed during 
July to broaden their fields of opera- 
tions in Ottawa. The companies, and 
the classes of business which each is 
permitted to handle, follow: 

Ocean Marine, for the business of in- 
land transportation, replacing its for- 


..mMer license. 


Imperial Underwriters Corporation, 
for accident, sickness, automobile and 
guarantee in addition to fire insurance 
for which it is already licensed. 

Sun Insurance Office, for accident, 
sickness, automobile and guarantee in 
addition to fire insurance fer which it 
is already licensed. 

Home for insurance against loss 
caused by rain, tempest, flood or other 
climate conditions except loss or dam- 
age to property caused by hail, wind- 
storm, cyclone or tornado, in addition 
to the classes of insurance for which 
it is already licensed. 





PHILADELPHIA BROKERS LICENSE 

Certificates have been issued by the 
Philadelphia Fire Underwriters’ Asso- 
ciation to the following local brokers: 
Geo. H. Dodge, Arthur R. Drake, Wm. 
Drumm, Leonard Fries, Lucey &. Dal- 
semer, and Wm. A. Shryock; also Harry 
G. Jones & Co., New York City. _ 


— 


THE HANOVER 


FIRE INSURANCE COMPANY 


Continuously in business since 1982. 
The ceal strength of insurance com- 
pany is in ‘the ‘conservation of > 
a Managemen THE 
HANOVER is an absolute assurance of 
the security of its policy. 


R. EMORY WARFIELD, President 





HOME OFFICE 


Hanover Bldg., 34 Pine St. 
NEW YORK 





9 WILLIAM STREET, NEW YORK 


1-Ti7 SIXTH AVEN Cor. 4ist Street, 
EW YORE 











CHICAGO 
LAURENCE R. ADAMS, Sec'y & Mgr. 














CRUM & FORSTER 


GENERAL AGENTS 


110 WILLIAM STREET 


United States Fire Ins. Co., N. Y. 
Richmond Ins. Co., N. Y 


Potomac Ins. Co., Washington, mC. 


NEW YORK CITY 


The North River Ins. Co., N. Y. 
United States Underwriters’ Policy, N. Y. 
Union Fire Ins. Co., Buffalo, N. Y. 


Guaranty Fire Assurance Corp., N. Y. 


F. M. GUND, Mgr. Western Dept. 
Freeport, Illinois 


H. JUNKER, Mgr. Pacific Coast Dept. 


San Francisco, California 
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Great American 
Susurauce Company 


New Pork 


INCORPORATED - 1872 
PAID FOR LOSSES 


$122,116,858.26 
STATEMENT JANUARY 1, 1921 


CAPITAL 


+10,.000.000.00 


RESERVE FOR ALL OTHER LIABILITIES 


20,840,005.95 


T SURPLUS 





mares 2 SO a Se sane Tt 








10,013 


40,.853.9 12.09 


THE. SECURITIES OF THE COMPANY ARE BASED UPON 
ACTUAL VALUES ON DECEMBER 31, 1920 
Using security valuations authorized by Insur- 
ance Commissioners the ASSETS would 
show over $44,000,000 and the SUR. 
: PLUS would show over $13,000,000 


THE COMPANY OWNS 
$10,195,000 U. S. Government Liberty Loan Bonds 


Home Office, One Liberty Street 
New York City 


Western Department 
WALTER Ht SAGE. Gen’! Mgr. 


Ww.L, 


CH, Manag 
76 West Monroe St., Chicago, Ill. 


Boston Office 


ROGERS & HOWES, M 
4 Liberty Square, Boston, Blass. 


WM. H. McGEE & CO.,G 
15 Will New 


Pacific D ent 


emaags yh IN, Gen’] Agent 


Sansome Street 
Francisco, California 
Marine D. ent 


en’lAgts 
iam Street, York City 
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Minnesota Trying 
To Bar the Broker 


PROCESS OF ELIMINATION 


Commissioner Lindquist Gives Defini- 
tion of Agent, Broker and Solici- 
tor; New Qualification Standards 








A statement, made sincerely, and, of 
course, in the belief that just what he 
says is true, is made by Commissioner 
Lindquist, of Minnesota, in explaining 
the new agents’ qualification law of that 
state—passed this year. Here it is: 

“The act makes no provision for the 
licensing of brokers and the same are, 
consequently, eliminated, and it will 
therefore be unlawful for any person 
to solicit insurance under a broker’s 
license from the date this act becomes 
effective.” 

In other words, in one full swoop the 
broker and Minnesota are supposed to 
part company. Now any one who 
knows the ways and manners and me- 
thods of the big brokers realizes that 
they will try to find a loophole in that 
law some place because they are not 
going to pass up all their Minnesota 
risks. However, the commissioner has 
made a long statement interpreting the 
law and it is reproduced in part here- 
with, as the cortmissioner gives his 
definitions of brokers, agents, solicitors 
and other business getters. This is 
the statement: 

Makes no provision for the licensing 
of brokers and the same are, conse 
quently eliminated, and it will therefore 
be unlawful for any person to solicit 
insurance under a broker’s license from 
and after July 21st, 1921, the date this 
act becomes effective. 

This chapter defines an agent as a 
person acting under express authority 
from an insurer and on its behalf to 
solicit insurance, or to appoint other 
agents to solicit insurance, or to write 
and countersign policies of insurance, or 
to collect premiums therefor within this 
state, or to exercise any or all of said 
powers when so authorized by the 
insurer, and further provides that a 
license to any person to act as an insur- 
ance agent for any insurer shall be 
granted by the Commissioner of Insur- 
ance upon the written requisition of 
such insurer upon forms prescribed by 
the Commissioner of Insurance, and the 
payment of a fee of $2.00 in the case of 
a foreign insurer and $.50 in the case of 
a domestic insurer, and the filing of 
the application provided by the Com- 
missioner of Insurance. 


Non-Resident Activities 


A non-resident may be licensed as an 
insurance agent or solicitor, but must 
place all insurance through a resident 
agent of this state, the said license he- 
ing granted upon written application 
made upon forms prescribed by the 
Commissioner of Insurance, and the 
payment of a fee of $10. Such liceuse 
can be granted only to the resident of 
a state which permits the licensing of 
an agent of this state under like cir- 
cumstances. 

The act defines an insurares sclicitcr 
as a person acting under express au- 
thority from an insurance agent to sol- 
icit insurance for such agent, but with- 
out the power or authority to issue or 
countersign policies for the insurer of 
which such agent is the duly author- 
ized representative. 

No person is permitted to act or as- 
sume to act as aa insurance agent or 
solicitor in the solicitation or procure- 
ment of applications for insurance, nor 
in the sale of insurance or policies of 
insurance, nor in any manner aid as an 
insurance agent or solicitor in the nego- 
tiation of insurance by or with the in- 
surer, until such person shall have ob- 
tained from the Commissioner of In- 
surance a licenses therefor, which li- 
cense shall specifically set forth the 
name of the person so authorized to 
act as an agent or solicitor, and the 
class or classes of insurance for which 


he is authorized to solicit or counter- 
sign policies. 

This law includes resident agents of 
reciprocal or inter-insurance exchanges, 
and requires such exchanges and the 
agents thereof to comply with all pro- 
visions of this act. The act itself ex- 
jpressly excepts fraternal beneficiary 
associations and township mutual com- 
panies, so that agents of fraternal socie- 
ties and township mutual companies 
need not be licensed. 

An agent as herein defined has the 
right to procure the insurance of risks 
or parts of risks in the class or classes 
of insurance for which he ig licensed to 
write in other insurers duly authorized 
to transact business in this state, but 
such insurance shall only be consum- 
mated or placed through a duly licensed 
resident agent of the insurer taking the 
risk. 

As stated above, a non-resident insur- 
ance agent or solicitor must comply in 
like manner with reference to this pro- 
vision. 

An insurance agent may employ such 
solicitors as he may desire to represent 
him, but such solicitors shall not repre- 
sent themselves, by advertisement or 
otherwise, as agents of the insurer or 
insurers represented by their employer, 
and they shall in all instances represent 
themselves only as solicitors for said 
insurance agent. 

No person is permitted to act or as- 
sume to act as an insurance solicitor 
until he shall heve obtained from the 
Commissioner of Insurance a license 
therefor, which can be issued to him 
only on the request of an insurance 
agent duly licensed in this state, and 
the filing of an application made upon 
forms prescribed by the Commissioner 
of Insurance. 

No Incompetents 

The act provides that no person shall 
be licensed by the Commissioner of In- 
Surance as an insurance agent or solic- 
itor if the Commissioner of Insurance 
shall be satisfied that such agent is 
incompetent or otherwise unqualified 
to act as such insurance agent or solic- 
itor, or that such person does not in 
good faith intend to carry on the busi- 
ness of insurance agent or solicitor. 

The agents now duly licensed may, 
and will be permitted to continue ti 
act as insurance agents to write the 
specific class or classes of insurance 
which they are authorized to wri‘e un- 
der their existing licenses, being re- 
quired, however, to comply strictly with 
all provisions of Chapter 380, 1921, 
from and after July 21st, 1921. If, how- 
ever, any doubt arises as to the quali- 
fications of any agent now licensed, 
such agent will be subject to such ex- 
amination as shall be necessary and 
proper under this act. 





“SELLING” DONALDSON PLAN 





Pennsylvania Insurance Men To Meet 
Under Auspices of Federa- 
tion. 





A meeting of insurance men will be 
held under the auspices of the Pennsyl- 
vania Federation on September 12 in 
Allentown at the Lehigh Country Club 
in charge of Roy V. Van Wagenan, 
president of the Lehigh county branch 
of the Federation. The speakers will 
be Insurance Commissioner Donaldson, 
President Murray and. Secretary Dette 
of the Pennsylvania Federation and 
other prominent insurance men. Ar- 
rangements are being made for gather- 
ings of underwriters during September 
at Bellefonte, Centre County; Potts- 
ville, Schuylkill County; Chester, Dela- 
ware County; and Altoona, Blair Coun- 
ty; for the purpose of developing the 
county organizations and familiarizing 
insurance sellers and buyers with the 
details of the Donaldson plan. 


TRANSFER PHILA. AGENCY 
The Philadelphia Agency of the Na- 
tional Union Fire, of Pittsburgh, has 
been transferred from Hutchinson, 
Rivinus & Co. to James C. McCurday, 
Wm. C. O’Neill & Sons have been com- 
missioned by the Richmond, of New 

York, for the Philadelphia territory. 
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STATEMENTS, DECEMBER 31, 1920 


AMERICAN EQUITABLE ASSURANCE CO. 
of New York 
Cis TA ER aI Sie $2,904 


1,137 
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President 


APPLY HOME OFFICE 


Vice-President and Secretary 


674.78 
»714.40 


KNICKERBOCKER INSURANCE COMPANY 


of New York 


$1,705,689.85 
922,274.22 


AMERICAN INTERNATIONAL UNDERWRITERS 


of New York 
eae +: <0 se MPa $4,610,364.68 
Surplus to Policyholders................... 2,059,988.62 
R. A. CORROON T. A. DUFFEY 


Large Lines Written Upon Acceptable Business 


FIRE—TORNADO—CIVIL COMMOTION—RIOT & 
EXPLOSION INSURANCE 


AGENTS DESIRED IN UNREPRESENTED TERRITORY 
68 WILLIAM STREET, New York 











B. M. 
CROSTHWAITE 
AND 


COMPANY 


Fire and Automobile 
Insurance Specialists 





‘Lines Bound Anywhere 
in New York State 





45 JOHN STREET 
New York City, N. Y. 


Telephone 5784 John 











ASSETS 
NET SURPLUS 





SOUND, SOLID AND. SUCCESSFUL 


NEW HAMPSHIRE 
FIRE 
INSURANCE Co. 


NH.‘) 


<e 





danuary 1,192! 


/ $1.750.000.0 
$ 10,277.226.7 


LIABILITIES. Except Capital $ 5,903.543.86 


$ 2,623.562.64 








SURPLUS TO POLICY HOLDERS $ 4,373.582.64 
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London x Lancashire 


Insurance Co. Ltd, 
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OF LIVERPOOL, ENGLAND. 114 
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WRITES AUTO INSURANCE 





The Pawtucket Muttal Fre and th 


The Union of Canton is writing auto- Berkshire Mutual Fir 


mobile insurance, 


ted to New Jersey. 
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Riot Coverage Aids 
Shows Facing Strikes 


OPEN SHOP WAR IS EXPECTED 





Policies Issued by Globe & Rutgers 
Secured By Columbia and American 
Burlesquers as Riots Begin 





Burlesque companies and performers 
operating on the Columbia and Amer- 
ican “wheels” of theaters, in which the 
first extensive battle on the open shop 
issue is to be fought to a finish this 


fall between the unions of stage hands 
and the theatrical interests, have forti- 
fied themselves for the fray by secur- 
ing riot and accident and health insur- 
ance in sums that will amount to a big 
sum in the aggregate. 

There are thirty-eight companies in 
the Columbia circuit and thirty-four in 
the American, and with a few excep- 
tions all have secured policies as a 
precaution preliminary to opening what 
bids fair to be a stormy season. These 
policies, Which are of the traveler float- 
er type, cover losses caused by “strikes 
and lockouts, workmen or other persons 
taking part in labor disturbances, riots, 
civic commotion including explosion.” 
Coverage also is secured for losses be- 
cause of derailment and all causes of 
delay, deterioration and/or loss of mar- 


ket. 

The broker through whom these poli- 
cies were placed is Phil K. Dalton, who 
has offices in the headquarters building 
of the Columbia and American at Sev- 
enth Avenue and Forty-seventh Street, 
who secured a rate of two and one-half 
per cent from Globe & Rutgers as 
against proffers of from 3 and 3% per 
cent made by other companies. 

Scores of the individual performers 
in the various companies of the two 
circuits involved have in the last few 
weeks taken out health and accident 
policies for substantial sums. 

Disturbances that marked the first 
move of the “wheel” managers to trans- 
fer their scenic equipment to opening 
stands last week confirmed the expecta- 
tion of careful observers of the theatri- 
cal labor situation that stormy times 
were ahead for the burlesque interests. 
On Wednesday of last week Charles 
Waldron’s “Frank Finney Show,” which 
happened to be one of the few compa- 
nies that had not taken out riot insur- 
ance through the Dalton agency, at- 
tempted to move their scenic effects 
through Jersey City after crossing the 
North River. The trucks were sur- 
rounded by a hooting mob of some 200 
stage hands and sympathizers and the 
Jersey City police ordered the show to 
return to New York, thus quelling an 
incipient riot. 

Several other disturbances were re- 
ported during the week, one at a ware- 
house on Thirtieth Street, near the 
North River and another in the Jersey 
City freight yards Monday night, both 
arising through attempts to move scen- 
ery for burlesque shows. 
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~What should induce an Agent 


to write business in any given company? 
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Check up on the Fidelity-Phenix for these three. 
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FIDELITY - PHENIX 


e Insurance Company 


Fi 


pr Gbes 


HENRY EVANS, Chairman of the Board. C. R. STREET, President 
¢) a 


iti 
Home Office : 
80 Maiden Lane 
New York, N.Y. 





* First—its tried strength. 
Second—its integrity. 


Third—its service to both agents 
and assureds. 


Cash Capital, $2,500,000 








Managing Branch Offices : 
Chicago, San Francisco, 
Montreal 

















Samuel Goppers, president of the 
American ederation of Labor, tele- 
graphed to\the I. A. T. S. E. (the in- 
ternational , Stage hands organization) 
offering his personal aid to the bur- 
lesque staégeijhands in the open shop 
contest, ye that they would be 
backed to'thée'limit by the A. F. of L. 

hits 





NEW COMPANIES REGISTERED 

New e¢ompanhies recently registered 
in England follow: 

British _Lion Insurance Company, 
Bucks Plate’ Glass Insurance Co., Legal 
Assets, Lidj,|'Elders Insurance Com- 
pany, Navigators and General Insur- 
ance Co }'Norwegian Neptune In- 
surance Pe British Motor Traders’ In- 
surance A bo tion, Ltd., La Garantie 
Francaise,, Bell; Shipping Mutual Insur- 
ance As Fay m, City Equitable Asso- 
tiated, Lehi dtherlands Assurance Co., 
Midland) Key wand Property Registry, 
Ltd 

fit #9) 


FIGHT CAMDEN OIL MENACE 

The Chamber of Commerce, Camden, 
N. J. is co-operating with the Philadel- 
phia Chamber of Commerce in bringing 
influence to bear upon the federal gov- 
ernment to induce the enforcement of 
shipping regulations that will prevent 
the increasing fire menace caused by 
bilge discharging by oil carrying ves- 
sels while in the harbor. 





STATE AUTHORIZES PAYMENTS 

Harrisburg, Pa., August 24.—It was 
announced at the state treasury this 
week that state municipalities are to 
be promptly paid money that has been 
due from the state tax on foreign fire 
insurance companies doing business in 


Pennsylvania. According to Auditor 
General Samuel S. Lewis, the sum that 
has accumulated is $700,000. 


Remarkable Liquidation 
Work on Seneca Fire 


100 PER CENT ON CLAIMS 





History of Liquidation; Conducted 
Under Section 63 of New York 
Insurance Laws 





Policyholders and creditors of the 
Seneca Fire Insurance Company which 
was taken over for liquidation by the 
New York Department of Insurance on 
August 19, 1919 will soon receive 100 
per cent on their claims, and stockhold- 
ers of the company will probably re- 
ceive par value of their stock accord- 
ing to an announcement made recently 
by the Liquidation Bureau of the Insur- 
ance Department. Announcement of 
the anticipated payments follows the 
signing by Jesse S, Phillips, State Sup- 
erintendent of Insurance, of a second 
audit and report of assets and liabili- 
ties showing cash assets on hand of 
$158,671.42 which the report states is 
sufficient to pay all debts in full and 
leave $86,000 for payment of further 
expenses and for distribution among the 
stockholders of the company. A first 
dividend of 90 per cent was paid some- 
time ago. The report signed recently 
recommends payment of a second divi- 
dend of 10 per cent to all creditors who 
have received the first dividend and 
100 per cent to creditors who have not 
received the first dividend. 


A Striking Feature 


A striking feature appears from the 
fact that at the close of the second 
year of the liquidation proceeding a 
second report is signed by Superinten- 
dent Phillips recommending the pay- 
ment of a second dividend and 100 per 
cent to all policyholders and creditors. 

The Seneca Fire Insurance Company 
was a New York corporation and had 
its principal offices in the D. S. Morgan 
Building, Buffalo, N. Y. The Company 
did business in New York, New Hamp- 
shire, Massachusetts, Rhode Island, 
New Jersey, Pennsylvania, Tennessee, 
and Illinois. When it was taken over for 
liquidation by Superintendent Phillips, 
it had insurance in force amounting to 
$35,558,000. Its capital stock was wide- 
ly distributed in small lots in New 
York, New Hampshire and Pennsyl- 
vania. 

The Seneca Fire Insurance Company 
was placed in the hands of Superin- 
tendent Phillips for liquidation by an 
order of court made by Justice Laing 
at Buffalo on August 19, 1919, when it 
appeared from reports of examiners of 
the New York State Department of In- 
surance that the company had lost by 
the failure of the North Penn Bank of 
Philadelphia a deposit of $256,000 and 
that its further continuance in business 
would be hazardous to its policyhold- 
ers, creditors and the public. Imme- 
diately upon taking possession of the 
Company, Superintendent Phillips re- 
insured all outstanding policies with 
the Globe & Rutgers Fire Insurance 
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Compeny which resulted in a saving 
of -$44,000 for the policyholders, credi- 
tors and stockholders of the Seneca 
Company, and brought actions against 
the Maryland Casualty Company of 
Baltimore, Maryland and the National 
Surety Company of New York on bonds 
given by the surety companies to se- 
cure the deposit of the Seneca Com- 
pany against loss by reason of insolv- 
ency or failure of the North Penn Bank. 
Before suit was brought by Superin- 
tendent Phillips the National Surety 
Company paid the liquidator $77,414.41 
on account of its bond. The actions 
were tried before the former Supreme 
Court Justice Alden Chester sitting as 
official referee at Albany and he re- 
cently gave judgments in favor of Sup- 
erintendent Phillips against both sure- 
ty companies. The judgment against 
the Maryland Casualty Company of Bal- 
timore, Maryland was for $112,714.42 
and against the National Surety Com- 
pany of New York for $26,054.04, If 
the surety companies pay the judg- 
ments, the liquidator will have suffi- 
cient funds to pay the stockholders the 
par value of their stock in full. The 
surety companies have appealed from 
said judgments by reason of which no 
distribution can be made to stockhold- 
ers until such appeals are determined. 

The report signed by the Superin- 
tendent shows in detail the various 


steps and proceedings taken by him in 
the liquidation which have produced such 
good results that the assets at the end 


of the second year are sufficient to pay_ 


100 per cent to all creditors and policy- 
holders and leave a surplus for distri- 
bution to the stockholders of the Sen- 
eca Company. 
about the liquidation is the low expense 
of liquidation. The report of Superin- 
tendent Phillips shows that he has ex- 
pended for expenses during the period 
of nine months covered by his report 
only $7,155.31. The liquidation is being 
conducted under section 63 of the In- 
surance Law of New York which was 
recommended by the N. Y. State Depart- 
ment of Insurance several years ago 
and enacted into law by the State Leg- 
islature. The law does away with the 
old and expensive receivership pro- 
ceedings and provides that the affairs 
of all delinquent insurance companies 
shall be conducted or liquidated by the 
Superintendent of Insurance thus fur- 
nishing the services of an impartial 
state officer familiar with insurance 
matters to take care of the interests 
of policyholders, creditors and stock- 
holders. 

Clarence C. Fowler, Chief of the Li- 
quidation Bureau of the Insurance De- 
partment is the special deputy in charge 
of the liquidation. of the Seneca Fire 
Insurance Company. 








A Timely Word About Collections 


The question of collections is one 
which requires definite, if careful, con- 
sideration at this time. 

Neglect of this aspect of present 
conditions will react against the wel- 
fare of the community as a whole no 
less than against the insurance busi- 
ness—including local agents as well as 
companies says the “Firemen’s Fund 
Record.” 

The needs of each community must 
be met half way. Nevertheless, the 
conditions of crop producers in general 
is such that there is danger on the one 
hand of their property going unprotect- 
ed and on the other of its being protect- 
ed by insurance for which premiums are 
not being paid. 

It is, of course, often a delicate mat- 
ter for a local agent to take up with his 
clients, The local agent, however, 
should protect himself and his com- 
panies. Insurance premiums form a 
charge which the buyer should regard 
as comparable to taxes. Insurance is 
one of the foundation stones of the 
world. But there is no reason for the 
local agent to assume the duties of the 
banker. It is one function of the latter 
to carry the client financially, as far as 


may be necessary. It is the function 
of the insurance agent to sell protec- 
tion. 

The agent who extends credit too far 
is in the same position as any other 
business man who overreaches in that 
way. 

The situation can be roughly com- 
pared to that of a group of men of 
whom A pays to Ba $10 debt. B, owing 
C a like amount, pays him; C pays D, 
and thus the $10 passes from hand to 
hand, returning at last to A; and those 
in the group both as individuals and 
as a group have kept the machinery 
running. 





IN LIQUIDATION 

Creditors of the Co-operative Inter- 
insurance Bureau of Chicago, which 
went into liquidation recently, will take 
what they can get out of the wreckage 
and no attempt will be made to levy 
an assessment on subscribers. Aug- 
ustus Roth, who was its attorney in 
fact, organized this concern in 1917 to 
write fire insurance. It has been mak- 
ing a very poor showing for the last 
year or so and its collapse was not a 
surprise. 
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SCHAEFER & SHEVLIN 


GENERAL AGENTS 
FIRE and AUTOMOBILE INSURANCB 
Excellent Facilities for Handling Suburban Business 


Hew Yerk, BH. Y. 


Phones John 1107, 118 











HERBERT BUXTON 
92 WILLIAM ST., N. Y. CITY 








of Wedtertoon.1.B. 
JAMES J. GARLAND, 514 Eighth 
E. J. PARMELEE, Syracuse, N. Y., 
F. F. BUELL, Troy, N. Y., Special 





A remarkable thing - 


GEORGE SHAW, 116 Milk St., Boston, S 


JOHN 3 
Issues the Most Attractive Automobile Policyin a Non-Conference 
Company 
° Fire, Marine, Windstorm, 


Automobile, Sprinkler Leak- 
age, Riot and Explosion In- 
surance. 


E. A. MORRELL, 205 Walnut Place, Phila., Special Agt. MIDDLE DEP’T. 


Ave., oe Special Agent 
UBURBAN & NO. N. J. 
eo “y NEW YORK STATE: 
ial Ag Agent.NEW ENGLAND 
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THE LAW 


Relating To 


Automobile Insurance 


as stated and applied in the decisions con- 
cerning AUTOMOBILE FIRE — THEFT — 
COLLISION—TRANSPORTATION and 
INDEMNITY 
insurance policies from the first reported 
case in 1908 to the latest in June, 1921, with 
analyses of the cases 


By JCHN SIMPSON 


The subjects treated cover every point 
which has arisen in the higher courts re- 
garding automobile insurance and include: 
Power to Write Automobile Insurance, 
Constitution of the Contract, Construction 
of Policies, Representations and Warran- 
ties, Valued Policies, Depreciation, Refor- 
mation and Cancellation, Proofs of Loss, 
Powers atid Authority of Agents, Brokers 
and Adjusters, Arbitration, Appraisal and 
Award, Extent of Loss and Option to Repair, 
Subrogation, Dealers’ Policies, Reporting 
Fire Losses, What Constitutes Theft, Re- 
porting Theft Losses, Return of Recovered 
Automobiles, What Constitutes Collision, 
Losses iti Transportation, Violations of Law 
by Insured, Settlements with Injured Per- 
sons, Interference with Negotiations and 
Suits, Notice of Accidents, Reference to 
Insurance"in Negligent Actions, Actions and 
Defenses, Public Service Vehicle Bonds, 
etc., etc. 
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still Writing Riot 
In Tulsa, Oklahoma 


BUSINESS MEN SEE ITS NEED 








Pearce, Porter & Martin’s Advertise- 
ment at Time of Local Disturb- 
ances a Model of Its Kind 





At the time of the Tulsa riot Pearce, 
porter & Martin. of that city, printed 
the following ad in a daily paper: 

“We sincerely trust that the local 
disturbance is over. We do not want 
to give the impression of trying to drive 
in business as a result of this calamity. 
Itis our duty, however, to call the pub- 
lie’s attention to the fact that the 
standard fire policies do not cover loss 
resulting from riot, insurrection or civil 
commotion. We write riot, insurrec- 
tion and civil commotion insurance and 
at a cost of very slight. Call us for 
rates.’ 

H. Gale Rogers, of the firm, said: 
“We could have written several times 
gs much business as we did but for the 
fact that there was much relief work 
to be done among the homeless negroes 
and most of our force was busy helping 
the Red Cross and in other good causes. 
We are writing a great deal of this busi- 
ness today. The community has re- 
covered from the excitement, and now 
has time to go into the matter care- 
fully.” Pearce, Porter & Martin rep- 
resent the Automobile and other com- 
panies. 





BURGLAR ALARM NOT ENOUGH 





Insurance Needed Even When _ Watch- 
man is Prompt in Heeding 
Alarm 





Burglary insurance is necessary to 
secure absolute indenmity against loss, 
although premises have been equipped 
and are protected by an alarm system 
company. I. Press & Co., Philadelphia, 
were convinced of this fact when their 
jewelry store, 1017 Market Street, was 
entered early last Friday morning and 
jewelry carried away to the value of 
$15,000. The robbery was not discov- 
ered until the store was opened for 
business in the morning. 

An investigation showed that en- 
trance was gained by a small hole in 
a transom in the rear of the store. 
enabling the catch to be released. 
Opening of the window rang the alarm 
in the office of the fire and burglar 
protection company, but the robber im- 
mediately closed the window after en- 
tering, which stopped the ringing. An 
operative was sent at once when the 
alarm rang. When he arrived at the 
store he found the place dark, the en- 
trances tightly closed and he could not 
see anything amiss. After walking 
around the store and watching for some 
time, the operative returned to the 
ofice and reported that there was noth- 
Ing wrong. 

Meanwhile the robber was selecting 
his booty and he made his exit the 
same way that he had entered. The 
stolen jewelry was recovered at 8:30 
the next morning when a negro was ar- 
tested by a watchman of the University 
of Pennsylvania. The prisoner was car- 
tying a bundle wrapped in a towel, from 
Which dangled several pearl necklaces. 
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Surplus 
Line Capacity 


OCAL AGENTS can find ample 

capacity and attentive service for 

handling their Excess Lines in our 
Surplus Line Department. 
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National Liberty 
Cuts Auto Coverage 


ONLY 80% ON NEW MOTOR CARS 





Collision on $100 Deductible Forms; 
Present Policies Will Be Reduced to 
Level of Market Values 





The National Liberty is the latest 
company to introduce radical changes 
in its automobile underwriting depart- 
ment to meet the extraordinarily haz- 
ardous conditions prevailing in that field 
of insurance. In a letter sent out this 
week to all agents of the company the 
National Liberty advises its representa- 
tives that after September 1 the amount 
of insurance on new cars will not ex- 
ceed 80 per cent of the purchase price; 
collision coverage will be written only 
on the $100 deductible form; theft in- 
surance will cover detachable parts and 
spare tires only when total loss occurs: 
commissions payable to agents will be 
uniformly 15 per cent with a contin- 
gent of 15 per cent, subject, at present, 
to the condition that commission and 
contingent combined shall in no case 
exceed the flat commission now being 
paid by this company in each locality; 
and many policies now in force will be 
readjusted so as to reduce the amounts 
of insurance to approximately the pres- 
ent market value. In the last instance 
endorsements will be prepared and for- 
warded to all agents, together with re- 
turn premium representing the amount 
of the reduction in each case. 

In reviewing steps which led up to 
the National Liberty’s decision, M. J 
Averbeck, chairman of the board, and 
Herbert R. Clough, president, said: 

“During the first year or possibly the 
first two years while establishing a new 
department, an insurance company 
might be justified in doing business at 
a loss, but the experience on automo- 
bile business this year, not only of this 
company but of all companies, is much 
worse than in any preceding yeay, 
which conclusively proves that the basis 
upon which such policies are now written 
is radically wrong. We feel that the 
moral hazard in the automobile busi- 
ness is very largely responsible for 
present excessive losses. 

“Many policies have been issued with- 
out reference to the character and 
standing of the assured and without 
adequate knowledge of the risks as-. 
sumed. The market value of a new 
car is not more than 80 per cent of 
purchase price after it has been placed 
in commission, while the market value 
of a car two years old may be the aver- 
age value of a car of that make in 
average service for that period, or half 
that sum. 

“Many policies as now written are in- 
vitations to the unscrupulous to perpe- 
trate frauds upon the insurance com- 
panies. It is obvious that no company 
properly managed wil! continue indefi- 
nitely to do business in any department . 
at a loss. 

“Many automobile policies issued by 
this company, now in force, are for 
amounts in excess of present market 
values. Should total loss occur the as- 
sured should not expect to receive more 
than the replacement value of the car, 
which, in. many cases, would be sev- 
eral hundred dollars less than the in- 
surance carried.” 
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Reeves With L. & L. &G., 
In Eastern New York 


ABLE YOUNG SPECIAL AGENT 





Son of Prominent South Carolina 
Agent; Long Experience in Tech- 
nical and Engineering End 





One of the most able of the younger 
field men, a student of the business and 
a hard worker, Matthew S. Reeves, has 
been appointed special agent of the 
Liverpool & London & Globe for the 
BHastern New York field. Mr. Reeves 
will have associated with him in the 
handling of this territory, Lyman C. 
Coole, who has been supervising Wast- 
ern New York since the resignaticn 
of Charles Hoyt Smith. 

Mr. Reeves is the son of John B. 
Reeves, of Charleston, S. C., one of the 
leading fire insurance agents of Amer- 
ica. He is a graduate of public schools 
of Charleston and the State Technical 
School. He began his career by doing 
engineering construction work for the 
Charleston Navy Yard as an inspector 
and building instructor and then went 
with a contracting firm which built a dry- 
dock there. Coming north, Mr. Reeves 
became an assistant engineer on the 
Long Island Parkway where the Vander- 
bilt automobile races were held. His 
first contact in the North with the in- 
surance business was in the engineering 
department of the Continental. Later 
he was made an inspector and adjuster 
with the John W. DeMott general 
agency in Brovklyn. He also acted as 
special agent for all lines of the com- 
panies represented in this general 
agency. He then became special agent 
of the North British & Mercantile for 
suburban and southeastern New York. 





WILLFULLY DESTROY CARS 


Below the surface of the waters of 
the East River off Hunt’s Point, a deso- 
late uninhabited stretch of land in the 
Bronx, is another graveyard for dis- 
carded automobiles. Police investiga- 
tors have discovered there the remains 
of several cars and believe that per- 
haps as many as fifty or more lie hid- 
den from sight. It is the theory of the 
police that the automobiles were driven 
off the end of the pier into the East 
River either by the owners themselves 
in order to procure theft insurance or 
by criminals seeking to throw the police 
off their trail. All the tires and other 
valuable accessories had been removed 
from the first car which was exhumed 
from the watery grave. Automobile 
theft insurance underwriting in the 
metropolitan area has become so satur- 
ated with moral hazard losses that 
many companies are refusing absolutely 
to foster further the criminal activities 
of a certain class of automobile owners. 





GLOBE INDEMNITY INVESTS 

The Globe Indemnity has purchased 
from Emanuel Barrick, Supreme Rev- 
order of the Heralds of Liberty, the four 
and five-story apartment house, situ- 


ated in Philadelphia at the south-west _ 


corner of Broad and Oxford Streets. 
The property occupies a lot, 50 by 120 
feet in dimensions and it is assessed 
at $100,000 for taxation. 


Untermyer Doesn’t 
Interest Commissioners 


—_— 


THEY HAVE HIM SIZED UP 





Tell The Eastern Underwriter They 
Do Not Care to Answer His 
Cheap Slurs 





The Eastern Underwriter has been in 
communication with various insurance 
commissioners asking them what they 
think of Untermyer’s slap at the com- 
missioners in the letter he wrote to 
the New York “Times” in which he 
called them tools of the insurance com- 
panies. 

Commissioners have written personal 
letters to The Eastern Underwriter say- 
ing they don’t care a continental (no 
Henry Evans ad intended here) what 
Untermyer says about them. One of 
the cleverest of the insurance commis- 
sioners writes to The Eastern Under- 
writer: 

“Entering the lists against Mr. U. is 
not to my liking. I have no desire to 
be invited by him to appear and then 
answer questions in the way he wants 
them answered. Not ME! Id like to 
oblige you but after all it would be 
obliging the other man. He wants pub- 
licity. I don’t.” 


MARYLAND CAMPAIGN IS ON 





Organization Chart For Fire Preven- 
tion Drive Available For Others; 
To Run For Ten Days 





Advices from ‘Baltimore state that 
the Maryland fire prevention campaign 
undertaken by the editors of the “Bal- 
timore Underwriter” is already under 
way, although the intensive period of 
the drive is not due until October 1 to 
10 inclusive. Meanwhile requests are 
being sent to the promoters from other 
communities for information concérning 
the organization chart used to get the 
movement under way. One such re- 
quest, sent through W. E. Mallalieu, 
general manager of the National Board 
of Fire Underwriters, came from F. C. 
Jordan of Indianapolis, who is prime 
mover in a fire prevention week in 
the Indiana city, which is to culminate 
at the same time as the Maryland cam- 
paign. 

As a consequence of these inquiries 
The “Baltimore Underwriter,” published 
the complete plan in the issue of Aug- 
ust 20 in the hope that it will be of 
value as a guide to similar movements 
in other states. 
timore alone exceeded $4,000,000 in 
1920. 





BANK HELPS AGENTS 

The officers of the First National 
Bank of Los Angeles have taken off 
their coats and are doing what they can 
to boost the annual convention of the 
National Association of Insurance 
Agents. Russell M. MacLennan, of the 
bank, hag sent to all important news- 
papers an article on “Industrial Los 


_.Angeles” telling all about the import- 


ance of the town. 





Steps are being taken to improve the 
fire fighting service and to purchase 
more apparatus at Glen Rock, Pa. 
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Property Damage. 


A GENERAL AGENCY OFFICE MORE THAN HALF CENTURY OL) 





NEW YORK 
UNDERWRITERS AGENCY 


A. & J. H. STODDART 


Fire, Tornado, Explosion, Riot and Civil 
Commotion Sprinkler Leakage and Use 
and Occupancy Insurance. Automobile 
Insurance - Fire, Theft, 


Collision and 
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LOGUE, LOWRIE, NIEHAUS & CO. 
AGENTS AND BROKERS 


UNLIMITED =n2°22%, 
ALL KINDS OF INSURANCE EVERYWHERE 


ARROTT BUILDING, WOOD ST. & FOURTH AVE. 
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PITTSBURGH - : 


J. E. STONE & CO. 
FIRE—AUTOMOBILE—LIABILITY—CASUALTY 
INSURANCE 


710 FIRST NATIONAL BANK BUILDING 
Bell Telephone, Court 2488 


PENNA. 








The fire losses in Bal-. 





43 Cedar St., 
New York City 


Atlas Assurance Co. 








Agricultural Ins. Co, of Watertown Nationale of Paris 
Rhode Island Insurance Co. 


Binders Effected on Risks Anywhere in the U. S. & Canada 
Phone John 4613 


BERNHARD INSURANCE AGENCY 
40 Clinton St., 
Newark, N. J. 


Fireman’s Fund 
Home Fire & Marine 











BOSTON PREMIUMS 


Boston premiums, as published in 
“The Standard,” show John C. Paige & 
Co. in leadership for first six months 
of 1921 with $423,488; Field & Cowles, 
second, with $274,862; Gilmour, Rothery 
& Co., third, with $271,601; Kaler, Car- 
ney & Liffler, fourth, with $249,379; R. 
S. Hoffman & Co., fifth, with $228,730; 
R. A. Boit & Co., sixth, with $221,994; 
Dewick & Flanders, seventh, with $212,- 
143; Obrion, Russel & Co., eighth with 
$168,125. The Palatine wrote $10,097; 
Home Underwriters, $105,933; Home of 
New York, $94,209. 








“STRONG AS THE STRONGEST” 


The Northern Assurance 60, 


(LTD., OF LONDON) 


Organized 1836 


Entered United States 1854 


$117,000,000 
$44,000, 000 


EBastern and Southern Departments 
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55 JOHN STREET 
NEW YORK CITY 








— 





ls 





ALL LINES 











75 Fulton Street 


Unexcelled facilities for underwriters wishing to cede or 
to receive profitable excess or participating reinsurance 


premiums 


of any nature whatsoever. 
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American Institute 
Frames C. I. F. Reply 


HELD 





MEETING YESTERDAY 





Opinion Sharply Divided as to Whether 
Companies Should Issue a Policy 
With Each Shipment 





Members of the American Institute of 
Marine Underwriters met yesterday 
afternoon to decide upon the local mar- 
ket’s answer to the decision handed 
down last month in the King’s Bench 
Division in England by Justice Mc- 
Cardle. The report of the special com- 
mittee was received and acted upon. 
The context of the report was received 
too late by this newspaper for inser- 
tion in the current issue. 


The Equitable Trust Company, Na- 
tional City and other banks advice The 
Eastern Underwriter that they are tak- 
ing the question up with their foreign 


offices and will issue statements to the 
press as soon as they have formulated 
defiinite opinions. 

Three prominent underwriters, F, H. 
Osborn, H. T. Chester and T. H. Allen 
were appointed by William H. McGee, 
presiding last Thursday at the meeting 
of the Institute in the absence of Hen- 
don Chubb, to consider what course of 
action would be most advisable for the 
local market to take in view of the diffi- 
culties occasioned by the unfortunate 
decision handed down by Justice Mc- 
Cardle. While the committee was pre- 
paring its recommendations, the sub- 
ject under consideration became the 
chief topic of discussion and comment 
in local underwriting circles. Not a 
few believe the affair has been exag- 
gerated and that the decision will oc- 
casion far less inconvenience than was 
at first imagined when the text of the 
decision was read in the columns of 
domestic and foreign journals. 


Right To Sue Unimpaired 


Two views were freely expressed 
concerning means to offset the British 
Court’s decision that an insurance cer- 
tificate can be rejected by a merchant 
om the grounds that it is a non-legal 
document and fails to comply with the 
strict requirements of a C. I. F. con- 
tract. On the other hand the market 
is generally agreed that statements to 
the effect that suits cannot be brought 
uder a marine certificate hold little 
Weight and will not cause undue worry 
i American quarters. British purchas- 
ers of merchandise are entitled to all 
the rights and privileges granted to 
Americans and so a certificate issued 














1854 ithe United States becomes a legal 
000,000 Isttument in the hands of any con- 
"900,000 fignee and he enjoys the right to sue un- 
all ier the contract, the defendants in such 
Pen litigations naturally being the under- 
writing company or companies writing 
ie insurance for the shipper. 
—— 4n Englishman instituting a suit in 















Own country against an American 
“sirer would obviously not attempt 
) prove the illegality or insufficiency 
, © certificate in his possession. It 
his support and the sole document 
Tanting him the right to have recourse 


| MARINE DEPARTMENT 
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to court action in order that he may 
successfully recover the alleged amount 
of damages from the defendant com- 
pany. Likewise, the second party toa 
suit, the insurer, would never attempt 
such a ridiculous or disastrous step as 
to refuse to recognize the very docu- 
ment which it was accustomed to issue 
as a convenient substitute for the ac- 
tual policy of insurance. Honest and 
reliable insurers intend to preserve the 
strength and integrity of their favor- 
able reputations and any institution 
trying to dodge its just responsibilities 
by subterfuge would invite ruin. There- 
fore that particular phase of Justice 
McCardle’s startling decision quickly 
loses its power to disturb. It is clear- 
ly evident that neither plaintiff or de- 
fendant would try to dispute the legal- 
ity of a certificate as evidence in suits 
instituted by a consignee. 

In closing his opinion Justice Mc- 
Cardle himself suggests one of the two 
methods for circumventing the British 
law, He says “that the difficulties in- 
dicated in this judgment can be easily, 
promptly and effectively met by the in- 
sertion of appropriate clauses in C. IL. F. 
contracts.” Several New York under- 
writers adhere to this means for solv- 
ing the difficulty. To prevent a cer- 
tain class of consignees from “welch- 
ing,” and to so protect the financial 
interests of reputable shippers in this 
country,-the hope is expressed in some 
circles here that exporters will insert 
a clause in their contracts stating clear- 
ly that the consignee accepts insur- 
ance certificates as complete substi- 
tutes for the actual policies. 

Should this recommendation meet 
with disapproval among shippers gen- 
erally there remains only one alterna- 
tive, namely to incur the labor, expense 
and inconvenience of printing and dis- 
tributing numerous copies of the poli- 
cies themselves to open policyholders. 
A limited group of underwriters inter- 
viewed by The Eastern Underwriter 
expressed themselves as willing to go 
the limit if necessary in order not to 
disturb shipping customs and contracts. 
Service and protection comprise the 
intangible commodities sold by insur- 
ance underwriters and in an emer- 
gency demanding a change it is the in- 
surers who should unhesitatingly al- 
ter their customs instead of requiring 
their clients to meet the new circum- 
stances. 


Certificates Stood Test of Time 


The most convincing defense offered 
on behalf of the certificate is its use 
almost without any plausible objec- 
tions whatsoever for nearly half a cen- 
tury. American methods for transact- 
ing business called for something less 
unwieldly than a lengthy policy of in- 
surance and the certificate containing 
a statement of the insurance and a few 
clauses copied from the policy became 
accepted throughout the trading world 
as full legal tender for insurance pro- 
tection. Not until an uncommonly 
clever importer or his lawyer sought 
a loop-hole through which to escape 
the obligations of his contract did the 
insecurity of the American certificate 
as it relates to British law become 
known. Few believe that Justice Mc- 
Cardle is in sympathy with the deci- 
sion he rendered but admittedly he 
could take no other stand because the 
word “certificate” fails to appear in 
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any of the acts or recognized author- 
ities governing insurance litigation. 
In the event that the American in- 
surance companies decide to conform 
with .the practice of the British com- 
panies which in their own country and 
world-wide possessions issue a policy 
with every shipment of goods the ex- 
pense of printing thousands of policy 
forms will constitute the principal 
source of trouble. Practically every 
marine office has applied itself to the 
search for economical measures since 
the rapid and tremendous decline in 
foreign trade led to more fierce com- 
petition among companies here and be- 
tween the markets of the world, and 
it further disturbs long-suffering pa- 
tience to be obliged now to incur addi- 
tional and apparently useless expenses. 
Were the giving of policies a business 
builder, a means for procuring extra 
accounts, the change could be digested 
with less difficulty, but there appears 
no apparent reward whatsoever ex- 
cept to allay the fears of shippers. 





REVISE RE-INSURANCE COVERS 

Judging from the strictly limited vol- 
ume of marine insurance coming into 
the local market it is expected that 
underwriters placing re-insurance 
abroad on the participating basis will 
seek so far as possible to revise these 
treaties and conclude new ones on an 
excess basis. Many cargo lines are so 
small that they fail to tax the capacity 
of the agencies here and in these hectic 
times few intelligent underwriters will- 
fully pass on to others excellent busi- 
ness which they themselves can easily 
absorb. Re-insurers express a prefer- 
ence for participating contracts and 
some have been rather insistent on se- 
curing treaties with such provisions, 
but the hey-day of the re-insurer is tem- 
porarily, at least, over. 
marine insurance has shrunk to such 
meagre proportions that ceding compa- 
nies have a decided advantage in dic- 
tating the terms and’ provisions on 
which re-insurance treaties may be 
written. 


The excess in © 


SUMMER DULLNESS PREVAILS 

Almost without exception the marine 
underwriting offices report that busi- 
ness ig at a standstill. This is with 
particular reference to the volume of 
premiums involved. Outwardly most 
of the offices manage to present an ap- 
pearance of activity; the employees 
find little time to ease themselves dur- 
ing business hours but the amounts con- 
tained in the applications for insurance 
are infinestimal compared with those 
which poured into the local offices a 
year ago. Through the dark veil of 
this prolonged period of industrial stag- 
nation a dim light is beginning to pene- 
trate and although no one is so blinded 
by its brilliance as to over-enthuse re- 
garding prospects for the immediate 
future, the feeling along William and 
Beaver Streets is distinctly more cheer- 
ful now than two months ago. Ons 
frequently hears the remark, “Business 
is dull, extremely so, but the undertone 
of the export market is better.” Fol- 
lowing the rapid decline in prices on 
the Chicago wheat market the export 
demand for grain has broadened per- 
ceptibly, and the grain offices are bene- 
fiting thereby. 

J. T. BYRNE MARRIES 

J. T. Byrne, a director and hull under- 
writer for Talbot, Bird & Co., was mar- 
ried Monday and has started on a 
honeymoon trip to California. He ex- 
pects to remain away for five or six 
weeks. Mr. Byrne is one man, at least, 
who, by his action, foresees more pros- 
perous times ahead in the marine in- 
surance business. 





VAN IDERSTINE RETURNS 
Robert Van Iderstine, president of the 
International Fire & Marine Agency, 
and representative here for the Norske 
Lloyd, is expected to arrive in New 
York Monday. He has been abroad for 
several weeks. 





The La Croix Insurance Service of 
Montreal, which recently incorporated 
with $500,000 capital, is circularizing 
brokers here. 
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Second Year Claims 
Heavy on 1919 Risks 


BRITISH STATEMENTS SHOW 





Deferred Repairs on Hulls Increase 
Current Payments By Marine 
Companies, Says “Review” 
in Survey 





Cumulative evidence derived from 
semi-annual reviews of marine insur- 
ance developments in England reflects 
a state of affairs bearing close re- 
semblance to those in this country. 
The last six months of underwriting 
were deathly slow, comparatively 
speaking, the least possible number of 
companies managing to obtain rates 
even fairly proportionate to the liabil- 
ity assumed. “The Review” publishes 
a survey of marine results for 1919 
and 1920, showing that unexpectedly 
heavy second and third year claims on 
risks. written during the war and post- 
war period of unprecedented prosperity 
reduced the wide margin supposedly 
stored safely away in the marine ac- 
counts as a fruitful product of the 19138 
and 1919 seasons. “The Review” 
touches also upon total losses, theft 
and pilferage, the hull agreement fail- 
ure, and one or two important court 
decisions in the following resume, giv- 
en herewith in part: 

“The outstanding feature revealed 
by the annual accounts published this 
year is perhaps the extraordinary 
heavy settlement that has been made 
by most companies in respect of the 
second year’s claims for 1919. In the 
pre-war days a settlement of 40 per 
cent was considered heavy enough with 
a further 10 per cent to meet all fur- 
ther contingencies, and close the ac- 
count; but the recently published re- 
ports show that 60 and 70 per cent and 
even more, has been paid during 1920 
for 1919 claims, with a prospect of a 
good deal more than 10 per cent being 
required to cover the liabilities in the 
third year. Indeed, to cover the latter 
25 per cent and more has in several 
cases been required, and there is no 
present indication of any slackening 
off in the volume of these delayed 
claims. The reason of this is not far 
to seek, and has been pointed out in 
these columns on more than one occa- 
sion. Much repair work which was 
needed during the war was put off un- 
til a more convenient season, as ton- 
nage was urgently required, and tem- 
porary repairs were made to serve for 
the time being. On the conclusion of 
hostilities, the repairing shops were 
full, and a long time was necessarily 
occupied in catching up the arrears of 
work. It is probable also that many 

‘ of the claims that have been debited 
to the third year of 1918 properly be- 
long to previous years the accounts 
for which have been closed by the 
transfer of an inadequate balance to 
reserve for future claims. Small won- 
der then that the war years appeared 
to be a profitable underwriting period, 
if the claims properly pertaining to 
them were not presented until years 
after. The case of the P. & O. SSS. 
Benalla is a good illustration. She met 
with a serious accident “in June, 1915, 
and the general average claim of over 
£100,000 was presented to the under- 
writers for settlement in 1921, the ad- 
justment having been completed only 
in March last. Average adjusters are 
behind with their work, owing to a glut 
of business following on the end of the 
war, and are known to have a number 
of old-standing claims in hand. 

“So much for the effect 1918 and 
1919 claims have had upon 1920 ac- 
counts. The year 1920 itself was 
marked by three distinguishing feat- 
ures, viz., an unusual number of total 
losses, an extraordinary increase in 
pilferage claims, and excessive compe- 
tition. The last named we have al- 
ready touched upon. As regards total 
losses: the majority of these occurred 
in the latter part of the year, and 
many of them would not come in to 
swell the first year’s settlement per- 
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centage, which, though not in most 
cases unusually large, was higher than 
the average. The pilferage plague was 
very virulent, and made serious in- 
roads into cargo premiums. Indeed, 
the chairman of one company stated 
that 18 per cent of its net cargo pre- 
miums were paid out in pilferage 
claims alone. 

“The Joint Hull Agreement, which 
has been in operation for some years 
past, has lately been found to be un- 
workable, owing to the great decline in 
values and the depression in shipping, 
and underwriters are now free to make 
their own individual terms for the 
insurance of steamers for time. The 
effect of this will be more apparent in 
a few months’ time. 

“The Law Courts have not furnished 
much sensation for the marine insur- 
ance world during the past six months; 
it was somewhat of a surprise to find 
that a broker was held liable for a re- 
insurance which he had placed for an 
English company with a French com- 
pany, because the latter had repudiat- 
ed liability on the ground -that they 
thought the vessel was a steamer and 
not a sailing ship. The English com- 
pany had accepted the policy in the 
form it was given; but this was held 
not to absolve the agent from respon- 


sibility. It has also been decided that 
merchant vessels sailing without lights 
in time of war and coming into colli- 
sion is a marine risk; but if one of the 
colliding vessels happens to be a war 
vessel engaged in a warlike operation: 
that is a war risk. One, at any rate, 
of these cases is under appeal and the 
others may be, so the points involved 
can hardly be regarded as definitely 
settled. 


WARY OF WOODEN VESSELS 

Reports that the United States Ship- 
ping Board has sold more than two 
hundred wooden vessels for $2,100 each 
carries no fear to the hearts of marine 
underwriters. If these ships are em- 
ployed in the Caribbean trade they may 
obtain total loss coverage. Imagine the 
underwriter who would consent toassume 
liability for particular average claims 
on a boat valued at less than $2,500! 
His office would soon be rated high on 
the lists of our charitable institutions. 
Insurance on wooden vessels has never 
proved a profitable venture and just as 
the Government found great difficulty 
in procuring bids for these vessels, so 
also will the owners have to scour the 
insurance markets before they locate 
some underwriter overloaded with spare 
cash. 
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The daily insurance page of the 


NEW YORK COMMERCIAL 


The National Business Newspaper 


is being looked upon more and more by the 
insurance public as the great daily medium 
for news, information and personal com- 
ment. Insurance news of the most import- 
ant nature is frequently published in the 
Commercial days in advance of its appear- 


The insurance public is invited to send in 
insurance news items, personal or otherwise, 


JAMES V. YARNALL, Insurance Editor 
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Parsons & Eggert 
Get U. S. Mail Line 


INSURANCE OVER 





$12,000,000 





Nine Vessels Secure Full Protection 
Upon Appointment of Receivers; 
Not With Syndicates 





Parsons & Eggert last week secure 
control of the United States Mai 
Steamship Company insurance account 
following the appointment of the re. 
ceivers, and the coverage has beep 
placed widely throughout the local mar. 
ket and abroad. The nine vessels aro 
valued at more than $12,000,000 and the 
premiums amount to approxim itely 
$600,000 annually, according to the best 
information available. The Mai! ae. 
count, most desirable because of its 
size and the excellent condition of the 
steamers insured, was formerly held by 
Frank B. Hall & Co. 

Following are the amounts for which 
the nine steamers were covered here 
and abroad: 

Pocahontas, $1,500,000; Princess Ma. 
toika,~ $2,192,000; George Washington, 
$2,400,000; America, $1,760,000; Poto. 
mac, $1,380,000; Susquehanna, $1,000. 
000 and the following three carrying 
port insurance: Mt. Vernon, President 
Grant and Agamemnon, $2,000,000. 

Published reports to the effect that 
the nine vessels of the United States 
Mail would be uninsured last Saturday, 
the day the old policies expired, were 
somewhat premature. Although the 
marine underwriters served notice upon 
the company that inasmuch as it was 
involved in litigation the granting of 
premium credit would be deemed inex- 
pedient and cancellation was therefore 
necessary in view of existing circum. 
stances, the receivers promptly secured 
extended protection for the steamers. 
This fact was announced to offset erron- 
eous beliefs that the steamship con- 
pany found it impossible to get insur- 
ance on the hulls. 

Previous to the appointment of the 
receivers premiums had always been 
paid promptly according to a statement 
issued from the office of Frank B. Hall 
& Co., and the published list of credit- 
ors placed the insurance companies 
near the bottom so that their demands 
are regarded as small. Cancellation ia 
the case of the U. S. Mail Company was 
largely a matter of form. The steamers 
will continue to sail in accordance with 
their regular schedule and there are 
ample funds in the hands of the re 
ceivers with which to meet insurance 
and general operating charges during 
the period of financial readjustment. 

None of the insurance, either orig- 
inal or renewed, was placed through the 
American Marine Insurance Syndicate, 
notwithstanding that the U. S. Mail is 
one of the largest American companies 
engaged in the trans-Atlantic passed 
ger and freight trade. 


CUT DOWN STAFF 








Hagedorn & Co. Cease Issuing Cotton 
Insurance Department Certificates; 
Companies To Do It 





Due to the present slump in the price 
of cotton and the business depressidl 
generally, Hagedorn & Co., insurance 
brokers at 25 South William Street, 
this city, have found it necessary 1 
abolish their cotton insurance depart 
ment staff. In the past this compaly 
has followed the custom of issuing cer 
tificates themselves for the companies, 
in order to save time, but now it 
been found inadvisable to maintain the 
large number of bookkeepers, clerks 
and stenographers necessary to carry 
this work, and accordingly the compaly 
has let go ten. 

All the routine work connected with 
the issuance of certificates wil! now b 
done by the company carrying the risk. 
This cotton business is generally col 
fined to marine insurance. 
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CASUALTY AND SURETY NEWS 














House Warming Will 
Be Two-Day’s Fete 


MARYLAND CASUALTY IS HOST 





Handsome New Quarters Unique in 
That it is Situated in Suburban 
Section of Baltimore 





Baltimore, Md., August 24.—The pro- 
gram for the house warming celebra- 
tion of the Maryland Casualty Com- 
pany which is to be held on Septem- 
ber 27 and 28 has just been announced 


by the company. The program for the 
two days follows: 

Tuesday, September 27 
10.00 A. M.—Reception_to agents and man- 
agers by the Board of Directors, Officers and 
Official Staff. 
10.30 A. M.—Announcement of results of 


ntest_ and presentation of prizes. 
A. M.—Inspection of building and 
grounds 

1.00 P. M.—Luncheon. r 
200 P. M.—“Go as you please.” Golf, tennis, 
baseball, automobiling, etc. 

8.15 P. M.—Theatre Party. 

Wednesday, September 28 
boat trip down Chesapeake Bay. egg 
in the 


Steam 
will : semble promptly at 10 A. M. 


lobby of the hotel and proceed directly to the 
wharf, from which a chartered steamboat will 
leave at 10.30 A. M. for a trip down Chesapeake 
Bay arriving at Annapolis at 12.30 P. M. This 
will afford opportunity for any who may de- 
sire to do so, to inspect the U. S. Naval 
Academy buildings and grounds and points of 
interest in colonial Annapolis. Promptly at 
130 P. M. the boat will leave on its return 
trip to Baltimore,. luncheon being served im- 


mediately upon leaving the wharf. The boat 
will dock at Baltimore between 430 and 
N 

ae ry It is planned to hold 
this banquet in the company’s new clubhouse, 
both for the purpose of making the affair strict- 
ly a Maryland Casualty family party and also 
to utilize facilities which have been provided 
for this purpose in the clubhouse. 

On September 9 the opening celebra- 
tion will take place. Leaders in the 
various business financial circles in 
September in addition to the stockhold- 
ers of the company have been invited 
to attend. There will be no speech- 
making, and no special program of any 
sort, the visitors being shown through 
the building and being guests of the 
company at a buffet luncheon. The 
new building will not be thrown open 
to the public until September 17. 

The new building of the Maryland 
Casualty Company is something unique 
in the way of offices for insurance com- 
panies. The company has departed 
from the idea of being located in the 
heart of the business section and its 
new buildings are located in the heart 
of one of the exclusive suburban, sec- 
tions. The plan of the building has an 
administration building occupying the 
center of the group. On the east is 
the clubhouse, a $200,000 structure with 
tennis courts and baseball diamonds on 
its west. On the west of the main 
building is the industrial group, con- 
sisting of a garage, with a printing 
plant and a power house in its rear. A 
beautifying feature is a park formed 
between the administration building 
and the clubhouse, consisting of ter- 
races, flower-beds. shrubberies and 
walks. Lawns, and a service driveway 
are located between the demonstra- 
tion building and the industrial group. 
The construction of the buildings is 


fire-proof, concrete foundations and 
brick bearing walls, with the floor and 
roof construction re-enforced concrete 
of the flat slab system. The exterior is 
of stone, red-faced brick and ornament, 
terra cotta. The style of architecture 
is modern classic, The administration 
building is 320 feet long and 260 feet 
deep. In reality, this building is three 
structures combined into one, forming 
the letter “H.” The two long parallel 
wings are each 320 feet long and 60 
feet wide. A feature of this building 
is its towers, containing a Seth Thomas 
clock and Westminster Chimes. White 
woodwork, and white buff walls is the 
general decorative scheme. 

A monumental rotunda, instead of the 
main entrance of the building, is one 
of the most beautiful entrances that 
any business building can boast of. 
The floor of the rotunda is several steps 
lower than the main first floor. This 
difference in height acts as a base for 
the octagonal shaped structure from 
the four smaller sides, of which a dome 
rises on pendentives at the third floor 
line, and terminates in a band of bronze 
forming the color of a leaded glass 
skylight, also domicile in shape. The 
four larger sides of the octagon which 
are on the two main axis of the build- 
ing are made up of large marble Ionic 
columns, between Caen-stone pilasters, 
separating the cornice and arches 
above. Between the arches are the 
pendentives on the four smalled sides. 
The entire rotunda, except the marble 
base pedestal and marble columns and 
bases in bronze caps, is of Caen-stone. 
In the center of the rotunda floor is an 
octagonal shaped fountain, surmount- 
ing a curved marble bowl. The mar- 
ble base of the rotunda is Verde An- 
tique. The column plaster bases as 
well as the columns are American Pa- 
vonazza. The stair risers and treads 
are of Tennessee marble. 

It is more like the entrance of a 
beautiful sunken garden than of an in- 
surance institution. 





WESTBAY CASE 





State Industrial Board to Appeal From 
Appellate Division, Supreme Court, 
Affects Compensation Insurance 





Editor The Eastern Underwriter: 
It may be of interest to your readers 
that the State Industrial Board has de- 
cided to appeal from the order of the 
Appellate Division, Third Department, 
Supreme Court, reversing the award in 
the Westbay case, where the alleged 
accidental injuries were held not to 
have arisen out of the employment, 
within the meaning of the statute. The 
appeal will be taken to the Court of 
Appeals of New York State by the At- 
torney General, and it will probably be 
argued at the September Term of the 
Court of Appeals or as soon after as 
counsel can be heard. 

The outcome of this appeal will have 
a very important effect on compensa- 
tion insurance in New York State and 
elsewhere in the United States where 
the statutes are analagous to the New 
York statute. 

W. W. DIMMICK. 





















FREDERICK RICHARDSON, United Statos Manager 
GENERAL BUILDING - 4tY & WALNUT STS. 





PHILADELPHIA 








SATISFACTORY SERVICE 


431 Insurance 


ma 


Exchange = 45 John Street 
CHICAGO JE¥ NEW YORK CITY 


‘Wi 
2, 


N 
NSS 


ul \ 


ey 





SOLID SECURITY 

















THE SIGN OF 
HEAD OFFICE 
CHICAGO 


F. W. LAWSON 
General Manager 
Liability, Accident 


Burglary,Boiler and 
Credit Insurance 


GOOD CASUALTY INSURANCE 
F. J. WALTERS 


Resident Manager 
55 JOHN STREET 
New York 


Elmer A. Lord &Co. 

145 Milk St., Boston 

Resident Managers 
New England 











Established 1869 


London Guarantee & Accident Co., Ltd. 


OF LONDON, ENGLAND 




















MOTOR CAR MUTUAL FIRE INSURANCE COMPANY 
MOTOR CAR MUTUAL CASUALTY COMPANY 
50-56 JOHN STREET, NEW YORK CITY 


We write full coverage automobile insurance at 20% less than 
the conference rates. 


Telephone:—John 5880 Business written only through brokers 


We are open for agencies in New York and Pennsyloania 
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INSURANCE CO. OF NEW YORK 
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CHARTERED 1874 
Plate Glass, Burglary, Accident and Heaith Insurance 


EUGENE H. WINSLOW, President 
Robert A. Drysdale, Vice-Pres. S. Wm. Burton, Sec. Alonzo G. Brooks, Ass’t Sec. 
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for the accident insurance agent is 


Prompt and Liberal Claim Service 
WE GIVE IT 


There are Great Opportunities 


for agents in unoccupied territory 


Write us Today 


The Standard Accident Insurance Co. 
of Detroit, Mich. 

















30 


THE EASTERN UNDERWRITER 


August 26, 199) 


—— 





New F. & C. Burglary 
Risk Forms Issued 


BOTH POLICIES LIBERALIZED 





Changes Not to Get Big Increase But 
to Enable Agents to Retain Present 
Business, Says Executive 





As was expected by burglary under- 
writers the Fidelity & Casualty has 
made changes liberalizing its policies 
“in order,” it is explained in the com- 
pany’s notice to its agents, “to protect 
their residence burglary and theft busi- 
ness.” The company’s announcement 
to agents follows: 

Re-Residence Burglary and Theft Insurance: 
In order to assist our agents and brokers to 
protect their present residence burglary and 
theft business, the company has decided to 
permit the issue: 

1. Of the present 80 per cent Co-Insurance 
policy, with the 80 per cent co-insurance, the 
84 Hour and the Mechanics Conditions of the 
policy eliminated. This policy issued with 
such eliminations, will give full blanket in- 
surance on all property as defined in Sections 
(a) and (b) of General Provision 2 of the pol- 
icy; and 

2. Of its present special Non-Co-Insurance 
policy, with the 84 Hour and the Mechanics 
Conditions of the policy eliminated and also 
with the specific limit of $250 on single articles 
or sets of articles eliminated, but with the 25 
per cent limit on property defined in Sec- 
tion (a) of General Provision 2, viz., jewelry, 
furs and silver collectively, still retained. Pro- 
vision, however, will be made, upon payment 
of properly adjusted additional rate, for in- 
crease in such 25 per cent limit up to the prin- 
cipal sum of the policy. 

The rates for the amended co-insurance pol- 
icy (1) until further revised and new official 
rate sheets distributed, will be 20 per cent 
additional to the Bureau rates effective be- 
tween June 1 last and August 8. The rates 
for the amended Special Non-Co-Insurance pol- 
icy (2) will be the F. & C. present published 
rates for such policy. 

The foregoing may be applied to all Resi- 
dence risks, either new business or renewals, 
effective on and after August 1 last. All in- 
surances, either new business or renewals, 
issued subsequent to June 1 last and prior 
to August 1 last may be cancelled pro rata as 
of August 1 and rewritten as of such date on 
the revised forms and at the rates above pro- 
vided for. Until new policies are printed, the 
changes in forms will be made by endorse- 
ments, which will be placed in our agents’ 
hands immediately. 

When asked in what respect the pol- 
icies as revised were more liberal in 
terms to the assured than the new 
forms recently issued by the National 
Surety, it was’ stated that the policies 
were not framed for the purpose of se- 
curing any immediate increase in busi- 
ness. 

“We were influenced to taken action 
in order to retain a firm hold on our 
present volume of business,” said Vice- 
President William P. Learned, “and 
not with a view to increase it, at least 
until we are assured that business can 
be written with some reasonable or 
small margin of profit.” 

Comparison of the new policy forms 
with those issued by conference com- 
panies will it is believed spur the latter 
to make quick and important changes. 
It will be noted that by allowing 
the elimination of certain conditions 
from the first policy the Fidelity & 
Casualty gives full blanket insurance on 
important classes of property at rates 
20 per cent additional to the bureau 
rates effective up to the breaking of 
the slate on August 8. i 

The non-coinsurance policy is made 
more elastic by the elmination of cer- 
tain conditions but especially by the 
permission to remove the limit on jew- 
elry, fur and silver’ collections upon 
payment of properly adjusted additional 


Three Assistant Chief 
Adjusters Appointed 


ON THE TRAVELERS STAFF 





Harlan S. Don Carlos, Formerly of 
New York Office; B. E. Waite and 
G. M. Moritz Promoted 





Three members of the staff of the 
Travelers have been appointed to im- 
portant positions during the past week. 
They are Harlan S. Don Carlos, Brain- 
erd E. Waite, and George M. Moritz, 
who have been appointed assistant chief 
adjusters. 


Harlan S. Don Carlos, who is. only 
thirty years old, is a college graduate. 
He practiced law in New York City for 
several years, and then entered the 
home office of the Travelers in January, 
1918. His first important field assign- 
ment was when he was appointed an 
adjuster and transferred to the New 
York office. As a result of the ability 
he displayed while holding this position 
he was recalled to the home office and 
appointed an assistant chief adjuster, 
in charge of life claims. Mr. Don Car- 
los’s brother, M. S. Don Carlos, is an 
adjuster for the Travelers in the Los 
Angeles office. 

Brainerd E. Waite, who is a 1elative 
of former Chief Justice Waite of the 
Supreme Court, first became associated 
with the Travelers when he entered the 
Pittsburgh office as an examiner. He 
was transferred to the Home Office and 
has now been appointed assistant chief 
adjuster in charge of group accident 
and sickness claims. 

George M. Moritz entered the Trav- 
elers in the Chicago office, and was 
transferred to the New Orleans office 
as an adjuster. He was then called to 


-the home office as an examiner, and is 


now assistant chief adjuster in charge 
of commercial accident and health 
claims. 


rates. This is expected to appeal par- 
ticularly to people of moderate means. 

The general burglary situation two 
weeks ago was more favorable. From 
all offices came the report that slowly 
but surely there seemed to be a let-up 
in the avalanche of claims that flooded 
the insurance companies for the past 15 
months. However, during the past 10 
days, this situation has changed for the 
worse. 

Undoubtedly, the greatest improve- 
ment has come from the so-called “hot 
spots,” particularly, Chicago, Kansas 
City, and Detroit. These three cities 
have been very bad spots for the insur- 
ance companies. The citizens of these 
three cities organized associations that 
slowly but surely started to put a check 
to the crime wave until today the situ- 
ation is very rapidly growing so favor- 
able that it is rumored that companies 
who discontinued writing business in 
Kansas City and Chicago will re-enter 
these places. California, which used to 
be a very good section from a claim 
standpoint, is today one of the so-called 
“hot spots.” San Francisco is said to 
be the worst city in California, while 
losses from Los Angeles are normal or 
perhaps a trifle below normal. The 
general report for the first half of the 
year showed the general burglary loss 
ratio to be about the same as last year. 
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MORE THAN 
$28,500,000.00 


has been paid to Continental poli- 
cyholders or their beneficiaries as 
indemnities for loss of business 
time by accident, or for accidental 
loss of sight, limb or life, or for 
loss of business time by sickness. 


In every city of the Union and 
in Canada we are protecting many 
thousands of business and profes- 
sional men. Continental Accident 
& Health Policies SELL and stay 
sold—Good openings for the right 
man. 


Contisental Casualty Company 
H, G. B. Alexander, Pres. 
General Offices: Chicago, U, S. A. 
Canadian Head Office: Toronto, Canada 
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Aetna Casualty and Ford Building 
The Ford Building, acquired by the 

Aetna Casualty, was merely bid in for 

the company for its own protection in 

connection with the bond carried on 

this transaction. 

ss ¢ 8 


Why Adjusters Go Crazy 

The Travelers in “Protection” prints 
this letter. “Why Adjusters Go Crazy” 
is its head. 

Old Forge, Pa. 
Wilkes-Berrie-Scranton 
Trans. Co., 
Dear Sirs: 

I have inclosed a bill of the damage 
on one of your truck drivers meet in 
Pittston which occurred on 22nd. Feb. 
1921 which also two days of labor for 
the our own truck which amounts to 
$40 besides the mechanic work. 

Yours respectfully, 
s ¢ 86 


Troubles of Two Companies 

In its bulletin the Minnesota insur- 
ance department prints the following 
story of the troubles of two companies: 

“A report of examination made of the 
affairs of the Inter-State Automobile 
Insurance Company of Rock Rapids, 
lowa, by examiners on behalf of the 
lowa Department, discloses that the 
capital stock of this company, as of 
December 31, 1920, was impaired to 
the extent of $50,837.82. 

“This company is no longer author- 
ized to transact business in this state. 
Subsequent to report of examination 
the control of the Company passed into 
hands of new management who have 
made a contribution of $100,000 to over- 
come the above impairment. 

“An examination made of the affairs 
of the Kansas Casualty and Surety 
Company of Wichita, Kansas, by rep- 
resentatives of the insurance depart- 
ments of the states of Missouri, Kan- 
sas, Oklahoma, and Wisconsin, disclos- 
es the fact that the capital stock of 
this company, as of May 31, 1921, was 
impaired to the extent of $139,320.03. 
On June 27, 1921, the company’s capital 
stock was reduced from $500,000 to 
$250,000 owing to the above condition. 


The Lott Postals 

Edson S. Lott is sending out thou- 
sand of postal cards linking mutual in- 
surance with Socialism. The latest 
from his office reads: 

Strange as it may seem, some busi- 
hess men will buy policies and thereby 
become partners in a mutual insur- 


s ance association, run on the plan ad- 


vocated by collectivists and socialists, 
without perceiving that the same argu- 
ment that won them over to mutual in- 
surance applies just as well to their 
own businesses. . 
ss 8 
Thiselton. Back 

From “The Vigilant”: H. C. Thisel- 
ton, general manager of the London 
Guarantee & Accident, has returned to 
its home office in London after an eight: 
weeks’ visit to the United States and 
Canada, where he was well pleased with 
the “London’s” progress and prospects. 
Established in 1869, the London Guar- 
antee & Accident has been doing busi- 
ness in the United States since 1892 
and has made astonishing advances 
Since Frederick W. Lawson, the Nova 
Scotian became its United States man- 
_ at Chicago in October, 1909, when 
€ succeeded the late Captain Arthur 
W. Masters. Not long ago, as is well 
; Own, the “London” purchased con- 
Tol of the United Firemen’s of Phila- 
delphia, which it has already consid- 








erably strengthened with the intention 
of making it a prominent factor in the 
ffre insurance business. Nowhere in 
this country has the “London” done bet- 
ter than under F. J. Walters, its resi- 
dent manager at 90 Maiden Lane, New 
York City—and this is saying a good 
deal. 
*> * *# 
Compensation Tax Ruling 

If an employer in accordance with the 
Workmen’s Compensation Law of a 
State makes periodical payments to the 
State Insurance Fund, such payments 
are allowable deductions for the year 
in which paid or accrued. If, however, 
pursuant to the same law, he maintains 
a special fund as a reserve for the pay- 
ment of compensation as injuries oc- 
cur, only the actual amount paid during 
the year to the injured employees is a 
proper deduction. 

. s 2 
H. A. Mackey Talked of For Governor 

The Philadelphia offices of the Penn- 
sylvania Workmen’s Compensation Bu- 
reau, which have been located in the 
North American Building ever since the 
bureau was established in 1916, are now 
located in the very heart of the insur- 
ance zone of this city—in the Manhat- 
tan Building, at the southeast corner 
of Fourth and Walnut Streets, says the 
“U. S. Review.” 

This change is particularly interest- 
ing at this time, because Harry A. 
Mackey, the chairman of the “Board,” 
as the bureau is often erroneously 
termed, may be the next Governor of 
Pennsylvania. His name has frequent- 
ly been mentioned of late in connection 
with the Gubernatorial chair at Harris- 
burg, and recently, at a big dinner in 
his honor at the Bellevue-Stratford, he 
was the recipient of an enthusiastic 
boost as a candidate for the nomination 
for Governor on the next State election 
for that office. 


Call for Trained 
Field Men Growing 
F. & D. SCHOOL SUCCESSFUL 


Students Taught Departmental Details 
at Home Office, Greatly Aid 
Efficiency of Agencies 








“A large number of experienced un- 
derwriters and department heads have 
a very small, if any, knowledge of busi- 
ness outside their own lines,” declares 
Vice-President George L. Radcliffe of 
the Fidelity & Deposit, who is in charge 
of the training school now in operation 
at that company. 

Mr, Radcliffe stated that while the 
main purpose of this school was to de- 
velop men for the company’s agencies 
who would know how to do the right 
thing at the right time, and who could 
take the place of the agency head in 
running the agency when the latter 
was away, that the school was also in- 
tended for the company’s department 
heads. 

When the school was started about 
a year ago. Mr. Radcliffe secured the 
services of Miss Emily Shields, a Wash- 
ington attorney, and a woman who has 
had a good bit of business experience. 
While Miss Shields did not have any 
knowledge of the surety business, she 
proved a big help to him in mapping 
out a lecture course and in helping to 
draw up the plans for the school. 

“We have calls every day,” he stat 
ed, “from agencies all over the country 
asking us to send them young men. 














The “Home” of Automobile Insurance 


Chester M. Cloud 
Metropolitan Agent 
Automobile Dept. 


The Home Insurance Co., New York 
. 59-61 Maiden Lane 
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CHARLES H. HOLLAND, PRESIDENT 
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The National Life and Accident Insurance Company 


NASHVILLE, TENNESSEE 


Industrial, Life, Health and Accident Insurance 
in ONE Policy ; 











BUSINESS=BUILDERS 








BOSTON 
Paid-In Capital $1,500,000 





‘ DEVELOPING 
Fidelity and Surety Bonds, Liability Workmen's 
‘Compensation, Automobile, Accident, Health, 
Burglary and Plate Glass INSURANCE 


———— APPRECIATE THE CO-OPERATION OF THE—————— 


Massachusetts Bonding and Insurance Company 





T. J. FALVEY, President 
Write For Territory 





There are very many men in business 
who do not know as much-‘about the 
technical side of the business as they 
should, and the purpose of a training 
school is to initiate the student into 
all the technical points of the business.” 

Before beginning his school, Mr. Rad- 
cliffe visited plants and business hous- 
es throughout the country, and he 
states that he was struck with the man- 
ner in which some of the. very largest 
corporations dwelt on the technical 
side of the business. 

The members of the class do not 
have their course confined to lectures 
only, but are sent through each depart- 
ment, where they remain for several 
weeks and get instructions in that par- 
ticular liné from the department head, 
who is a specialist and expert in his 
line. Men who have left the class and 
been sent out in the field have always 
made good, and the success of the 
school so far is evidenced by the ever 
increasing request for men and more 
men. 
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HE discovery that life insurance 
can stabilize and continue ‘a busi- 
ness organization, just as it has 
kept families together, is opening broad 
and rich fields to the life insurance man. 
The way in which life insurance men 
have adjusted themselves to this oppor- 
tunity has been a demonstration of the 
adaptability of the natural salesman. 
hey have found Travelers policies and 
service especially adapted to the life- 
insurance needs of business. Guaranteed 
low-cost contracts give from 20 to 30 
percent more insurance for the same ini- 
tial cost. The long experience of The 
Travelers in writing life insurance with 
trust agreements makes special -service 


THE TRAvELERS INsuRANCE CoMPANY 


PAINTED BY JONAS LIE 
COURTESY 
CLARK EQUIPMENT COMPANY 


possible in many cases. The willingness 
of the Company to write insurance on 
terms that meet the desires of business 
men, ranging all the way from one-year 
renewable term contracts up to short- 
term endowments, gives the Travelers 
agent a wide latitude. 

In the development of the varied busi- 
ness uses of life insurance, particularly 
along the line of group and wholesale 
contracts, The Travelers has been a 
leader. 

So well have agents appreciated Trav- 
elers service that they have made The 
Travelers thegreatest writer of guaranteed 
low-cost life insurance, and the leader in 
volume of group insurance in force. 


Tue TRAVELERS INDEMNITY ComPANY 


Hartford L. F. BUTLER, PRESIDENT Connecticut 


i oe 


T RAN Ese BRS 


ACCIDENT, LIFE, LIABILITY, HEALTH, AUTOMOBILE, STEAM BOILER, COMPENSATION, GROUP, BURGLARY, PLATE GLASS, AIRCRAFT, ENGINE 


Businesslike policies and service for business men 
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